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THE ECONOMY OF A GOOD MOWER 


lies in satisfaction 


‘PENNSYLVANIA’? Quality LAWN MOWERS, with their self- 
sharpening tool steel blades and their perfectly balanced ball 
bearing construction, are the easiest running, smoothest cutting 
and longest lived lawn mowers made. All the parts fit so accu- 
rately there is almost noiseless action. 


“PENNSYLVANIA”? Quality LAWN MOWERS sell easily because 
of their freedom from ‘‘upkeep’’ expense. They stay sold with 
no ‘‘come-back’’ complaints. We will furnish you FREE adver- 
tising cuts and copy which you can use to advantage to increase 


your ‘‘good’”’ lawn mower sales. 


We ask you to consider the ‘‘PENNSYLVANIA”’ Quality 
LAWN MOWER. Write us today for information. 


PENNSYLVANIA LAWN MOWER WORKS 


Incorporated 


JOHN BRAUN & SONS 


Founded 1877 - - Philadelphia, Pa. 
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ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 46 and 47 
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THE FORBES WARM AIR HEATER | 


is made entirely of cast iron 


The castings are heavily made for good service. 


THE FORBES WARM AIR HEATER 
will outlast any sheet iron drum heater 
because it will not absorb moisture and 
corrode so as to leak gas and soot. 


THE FORBES WARM AIR HEATER 
has been thoroughly tested by ENGI- 
NEERING EXPERTS of the UNIVER- 
SITY of ILLINOIS. The results confirm 
our statement that the FORBES is the 
best Warm Air Heater made. 


The dealer who remains tied up to slow 
selling and uncertain satisfaction giving 
Heaters is wasting his time. He is what is 
politely called ‘‘Stuck’’ with Heaters that 
do not sell. 


)} THE FORBES WARM AIR HEATER 


/ will afford you an equal or more liberal 


profit than you have been receiving on 


Write today for the FORBES Booklet and selling proposition slow selling propositions. 


TUBULAR HEATING & VENTILATING COMPANY 
228 QUARRY STREET, PHILADELPHIA, PA. ; 














Hygiene calls for 


FRONT RANK 
FURNACES 


Science tells us that warmed air—pure 
warmed air taken from the great out- 
doors and thus warming a home, is the 
ideal method for comfort and health. 
FRONT RANK WARM AIR FUR- 
NACES represent 28 years of painstak- 
ing work, and stand today as the ideal of 
their type. Ask for attractive dealer’s 


proposition. 





HAYNES-LANGENBERG MFG. CO. 


4045-57 Forest Park Boulevard, Saint Louis, Missouri 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PusLisHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PosTaGE Paip $2.00 
FOREIGN COUNTRIES ONE YEAR PosTAGE Paip $4.00 CANADA ONE YEAR PostaGE Pap $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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THE REVIEW OF business conditions and prospects, 
contained in a statement issued by Elbert H. Gary, 
Chairman of the United States Steel 


Now for a Corporation, a few days ago, shows in 
Steady Pull, very clear and easily-understood man- 
Altogether. iia y 


ner the way for the American business 
man to prepare for the inevitable change which is 
bound to come when the great conflict in Europe shall 
be over, whether that be in the immediate or distant 
future. ° 

We Americans are prone to swing from one ex- 
treme to the other: If times are bad we howl against 
everything and anybody on whom blame may be 
placed for the poor business, rightly or without 
cause. If business is brisk—as at present—too many 
of us appear to take it. for granted that it will con- 
tinue so without any special effort on our part to 
maintain the proper underlying conditions for healthy 
growth. 

A statement, such as that of Judge Gary, is there- 
fore a very timely one and as such is entitled to very 
close consideration, and prompt action should follow 
upon the suggestions and sage advice made by this 
leader in our most important industry. 

Among the points brought out in the review are 
the following, the quotations being those of Judge 
Gary: 

“We should not become overextended financially. 
Our cash resources ought not to be so tied up as to 
become unavailable for our own demands. They 
should be kept in liquid form to a large extent so as 
to permit realization of actual money or credit upon 
them if and when necessary. We should be pre- 
pared for emergencies, for developments 
even though unexpected.” 

The Federal Reserve Bank System which is now in 
good working order will tend to protect the average 
business man in this respect, but we have, each one 
of us, our individual responsibility to live up to in 


adverse 


that regard. 

“Prohibitive tariff rates, so-called, or schedules that 
are so high as to permit a producer to oppress the 
consumer should not be permitted; but tariff rates 
on luxuries we do not produce in this country should 
be reasonably high, so as to produce revenues for the 
Government, and tariff rates on the things coming 
from foreign countries similar to those we produce, 
should be sufficiently high to protect our producers, 
including the wage earners, against cheap foreign 
labor and its results.” 


CHICAGO, JANUARY 133, ror7. 


$2.00 Per Year. 


. 


The Tariff Commission, the personnel of which is 
now being selected by President Wilson, will in a 
large measure, it is to be hoped, take tariff legislation 
out of politics, but it is only reasonable to assume that 
there will be attempts by some interests to have cer- 
tain things admitted free of duty which should be 
dutiable or to have improperly high duties imposed 
on others, and against this the public must guard by 
keeping itself posted upon the work of its representa- 
tives in our National Congress. Real interest in our 
politics is necessary on the part of our business men 
in the ranks of manufacturers and distributors. 

“And we should also, if possible, be on an equal 
footing with all countries in regard to transportation 
facilities on the seas. It is, I think, now generally 
conceded that the laws of navigation need amend- 
ments.” 

It is possible that the “Shipping Bill’? passed last 
summer may, to some extent at least, improve our 
facilities for transporting our own products in our 
own vessels, but there is still room for much work 
to be done in that respect. 

One point on which Judge Gary did not touch 
directly at this time, but to which he has very fre- 
quently referred, is that of the absolute necessity for 
establishing and maintaining ourselves in the world’s 
market as sellers of manufactured products on a 
basis different from that which in the past has been 
the rule in our export business: We produce today, 
and must continue to produce, far more than we can 
consume in the way of manufactured goods if we 
are to continue to develop along industrial lines. 

This means that we can no longer regard our ex- 
port trade on such merchandise in the light of dis- 
posing of a small and occasional surplus, but that we 
must provide and maintain a steady market for an 
ever-growing output among the nations of the world, 
and against the competition of the European industrial 
nations 

And the only basis upon which this is possible is 
that of legalized combinations among our manufac- 
turers for the purpose of export trade, such as 1s 
provided for by the Webb Bill which is now before 
Congress at Washington. 

It was, of course, to be expected that narrow 
minded politicians, blinded by their prejudice against 
“trusts” and “corporations,” should oppose the pas- 
sage of this bill, but the very fact of this “back 
woods” opposition should be an added incentive for 
the United States of America, its 


those who wish 
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industry, its commerce, its progress, its prosperity, 
its healthy growth, to develop along proper lines to 
rally to the support of this measure and thus insure 
its enactment into law. 

The progressive business men of this great country 
of ours have a great task before them during this 
year of 1917, but we are free to believe that they will 
live up to their opportunities and that when the record 
of the coming twelve months shall have been written, 
it will show that material progress has been made. 








THE DISCOUNTS that the owner of a retail hardware 
store can earn by pre-payment amount to a very con- 

siderable sum each year. 

Discounts, —Jt js stated on good authority that the 

mets “two percent off,’ which is allowed on 

many bills if paid within ten days after 
date of bill, in a year’s time will run up to about 16 
percent on the total of such bills—which in itself is a 
very neat profit. 

Suppose now that the retailer hasn’t sufficient money 
on hand with which to pay his bills at a given time 
and thus earn the two percent—what would be more 
reasonable than that he should go to his banker, ex- 
plain the situation to him and ask for a loan to make 


the payment possible? 

At the most he would have to pay seven percent 
a year—and often less—if his affairs are in good con- 
dition. In other words, he would be investing say, 
five hundred dollars, the use of which cost him seven 
percent, or $35.00, and by this investment he would 
make a gross profit of 16 per cent, or $80.00. His 
net profit on the transaction would be $45.00. 

Suppose he had to do this twelve times a year, bor- 
rowing each time $500.00, and in the course of the 
twelve months, he would have added to his net profits 
12 times $45.00, or $540.00. 

Wouldn’t that be a desirable addition, and wouldn’t 
it be worth while to put the affairs of the store in 
such a condition that the retail hardware dealer could 
go to his banker and secure such loans without feel- 
ing that he was asking a favor? For let it be under- 
stood, a business man who conducts his affairs prop- 
erly is not asking the banker to do him a favor by re- 
questing a loan. On the contrary, he is extending to 
the banker an opportunity to make some money on a 
good investment. 








IN HIS inaugural address Governor Lowden, the 
new Governor of Illinois, strongly urged state legisla- 
tion providing for the issuance of bonds 
Governor to make possible the building of a com- 
Lowden Urges prehensive system of good roads in the 
Good Roads 
Legislation. state.. he ae 
To the shame of Illinois, it must be 
admitted that this commonwealth which in a year or 
two will celebrate its one hundredth anniversary of 
statehood stands lower—far lower—than many other 
states much younger in years and with much smaller 
resources, in the matter of well constructed highways. 
To improve this condition speedily, the retail mer- 
chants and other business men may well place them- 
selves on record as strongly in favor of a properly 
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safeguarded bond issue, as the building of good roads 
will mean better transportation facilities for the farm- 
ers from whose trade much of their profits are de- 
rived. When a farmer can haul his grain to the ele- 
vator no matter what the weather has been—and this 
is possible only when the roads are in good condi- 
tion—he can sell it to better advantage, because then 
he will naturally do so when prices are up, and this 
means that he will have more money to spend for 
necessaries and luxuries, which will have a direct in- 
fluence upon the profits of the merchants who seek his 
trade. 

The suggestion made by Governor Lowden, that 
a large portion, if not all, of the principal and interest 
of a bond issue for the construction of good roads can 
be paid from the larger license fees which owners of 
automobiles and auto trucks would be glad to pay 
because of the resultant large reduction in the upkeep 
and maintenance cost, is worthy of more than ordinary 
consideration. 

3ut the main point now is that a real start must 
be made at once to build good roads in IIlinois—and 
this applies to other states which are similarly back- 
ward in this respect. 








THAT SPECIAL training is a vital necessity for prog- 

ress in any sort of enterprise is being recognized by 

business men in all lines, and it is par- 

os ne ticularly interesting to note that many 

Employer. executives are seeing the value of pro- 

viding facilities for such training, 

either within their own business organizations or by 

arrangements with public, semi-public and private 

educational institutions, in order that their employes 
may have easy access to such training. 

They do this as a matter of good business, because 
they can see the value to themselves in making their 
employes more efficient. 

When one comes to consider the matter carefully 
it is easy to understand that the progressive business 
man takes such a view and that he considers the 
money and time invested in providing such educa- 
tional facilities well spent and a real profit producer, 
both directly and indirectly, for when an employe is 
thoroughly posted on the fundamentals in his par- 
ticular work, he is enabled to render better service, 
which in the long run means better profit for his em- 
ployer. 

A notable instance of such educational work for 
employes carried on under the employers’ own 
auspices is that of the National City Bank of New 
York. 

The employes of this bank have for,a number of 
years maintained an organizaticn called the City Bank 
Club. It was formed in September, 1904, and the 
educational work carried on along systematic lines 
dates from that time. Lectures and papers read be- 
fore the Club were a regular feature of its monthly 
meetings, and since 1908 each year has witnessed a 
distinct progress along those lines. The Educational 
Committee of the Club is entitled to a great deal of 
credit for the excellent work that has been done and 
especially for the high development of the courses in 
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lectures and special instruction that had been carried 
on since 1914. 

It is a significant fact that a considerable number 
of the men who have taken advantage of these educa- 
tional facilities provided by the Bank are today occu- 
pying positions of high responsibility either with the 
National City Bank or with other banking and com- 
mercial institutions—and most of them have remained 
with the Bank. 

Every male employe under twenty-one years of age 
is now required to take at least two hours of class 
work per week and all male employes over twenty- 
one years, as well as all the female employes, are 
strongly urged to take up as much educational work 
as they possibly can. As a result there is probably 
no banking institution in this country cr elsewhere 
which has as efficient a corps of employes as the Na- 
tional City Bank. 

Isn’t there a lesson in this for every employer? 








NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 


RANDOM 








I am in receipt of a letter from Fred M. Huggins 
of the “Old Guard,” who at this time especially pre- 
fers the balmy atmosphere of Texas, in which he 
tells me that the wholesalers and manufacturers of 
hardware in the Lone Star State are preparing a pro- 
gram of entertainment for the coming Conventions 
of the Southern Hardware Jobbers’ and American 
Hardware Manufacturers’ Associations which will 
meet this year at Houston, Texas, that will be “the 
greatest ever.” 

As a bit of advance information “Fred” confides to 
me that any one who hasn’t known the pleasure of 
wearing “chaps” and riding “bucking bronks” is 
likely be introduced to this fine sport during the Con- 
ventions. 

So bring your spurs and soft pillows along, boys, 
when you leave your happy home for Houston; you 
may need the latter. 

* * * 

“T see by the papers,” as Old Mr. Dooley says, that 
“Brothers” Burleson and Randall are going to put 
the screws on the trade papers and make them pay a 
much higher rate for distribution. 

If I remember right, it was the same Postmaster 
General Burleson who proposed the beautiful scheme 
of selling potatoes, butter and eggs and other farm 
produce by parcel post, to “reduce the cost of liv- 
ing.’ Those of us who know how beautifully that 
scheme failed, have hopes that he will have as good 
success with his new plan for “reducing” the cost 
of securing reliable trade information. 

Incidentally, I am quite surprised that any one 
should be so “impertinent” as to call attention to the 
fact that Congressman Randall doesn’t pay anything 
at all to the Government for the distribution of his 
little local publication in his county. 

Why pick on a fellow even if he does hurt your 
feelings? He surely must need the money that he 
would have to pay if he played square, or he wouldn’t 
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have framed his “rider” in its present language, but 
would have included a provision calling for payment 
by the local newspapers of at least a part of what it 
costs Uncle Sam to distribute them. 

* * * , 

Among the good story tellers of Hardwaredom, 
Colonel “Bill” Enders, vice president of Simmons 
Hardware Company, must be included. Here is one 
of his latest contributions: 

Johnny, who has seen eight summers go by, not 
very long ago developed a fondness for playing “hook- 
ey’ from school. After two or three offenses of this 
kind he was taken to task by his teacher. 

“Johnny,” she said, “the next time you are absent 
I want you to bring me an excuse from your father 
telling me why you were not here.” 

“I don’t want to bring an excuse from father,” pro- 
tested the boy. 

“Why not?” asked the teacher, her suspicion plain. 

“’Cause father isn’t any good at making excuses. 
Mother finds him out every time.” 

* * * ‘ 

Allan J. Coleman, who sells automatic suction ap- 
paratus in his spare moments when he is not busy 
looking after the affairs of the Hardware Club of 
Chicago, has been going around with a sort of dazed 
look the past few days, and it wasn’t until I saw Mrs. 
Coleman that I found out what was the cause. 

His worthy helpmate was fixing things up after the 
Christmas festivities, changing pictures, etc., and 
Allan was “supervising” the work in his usual way: 

“My dear,” said he, “you'll never be able to drive 
that nail with a flat iron. For heaven’s sake, use 
your head.” 

Mrs. Coleman didn’t use the flat iron on Allan, but 
he has been wondering ever since why she wouldn’t 
speak to him all day. 

* * x 

In a recent issue of Advertising News, of which 
that exceedingly well qualified tutor on advertising, 
George French, is Editor, I noticed a little paragraph 
under the head, “Remarks, Desultory or Otherwise 
by the Editor,” which certainly will be hailed with 
delight by every true friend of the profession of 
advertising, and incidentally also ought to be burned 
into the brain of every one who writes or plans adver- 
tising material. 

Many an embryo advertiser has been killed or “still 
born” because of the mistaken idea that the text mat- 
ter of an advertisement must of necessity be highly 
polished, perfect in grammatical construction and 
complex in its design and display. 

Mr. French who ought to know and who has 
proven by his success that he does know good adver- 
tising and how to produce it pu‘s the case in this very 


clear and concise manner: 


The great need in advertising practice is simplicity—in 
copy and in design, and especially in the underlying plan of 
the campaign. We have got to thinking in too complex man- 
ner about advertising. We ought to get back to the basis of 
talks between people for our motives for advertising. It is 
not a complex matter at all, and the more complex we make 


it the more difficult and the less profitable we are going to 
find advertising to be. Think of any of the great advertising 
successes. They have all been simple appeals to people. 
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UP TO THE MINUTE 
NEWS SIFTINGS 











T 
ROBERT W. SLOAN MARRIED. 


Congratulations are being extended by the many 
friends of Robert W. Sloan, Secretary of the Stove 
Founders’ National Defense Association, on the occa- 
sion of his marriage to Miss Marion Moffatt Weir at 
the home of the bride’s mother, Mrs. Janet M. Weir, 
West Pittston, Pennsylvania, thus uniting two of 
Pittston’s prominent Scotch Presbyterian families. 

After the ceremony which took place January 
third, the happy couple left for an extended wedding 
trip, on the return from which they will reside at 


Scranton, Pennsylvania. 
a 


PORTSMOUTH STOVE AND RANGE COMPANY 
DISTRIBUTES USEFUL SOUVENIR 


A very handy and useful souvenir is being dis- 
tributed by the Portsmouth Stove & Range Company, 
Portsmouth, Ohio, in the form of a “perpetual” pencil 
with clip attached both bearing the trade mark of their 
Equity Stoves and Ranges. 


~— 


BECKWITH COMPANY IS NEW NAME FOR 
WELL KNOWN STOVE MANUFACTURING 
CONCERN 








The business which for so many years has been con- 
ducted under the name of the Estate.of P. D. Beck- 
with, Dowagiac, Michigan, manufacturers of stoves, 
ranges and warm air heaters, has been re-incorporated 
as the Beckwith 


and from now on will be known 


Company. 


~— 
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PATENTS GAS STOVE AND ATTACHMENTS 
THEREFOR. 








Claude Arnold Ripper, Arncliffe, near Sydney, New 
South Wales, Australia, has procured United States 
patent rights, under number 1,210,536, for a gas stove 
or range and attachments therefor, described in the 


following: 

A gas stove hav- 
ing a fire box, burn- 
ers positioned within 
the fire box, a quan- 
tity of incandescible 
material associated 
: with the burners for 
: ee direct contact with 

the flames issuing 
‘7 from the same, the 
vertical walls of the 
fire box being lined 
with refractory mate- 
rial, an oven positioned adjacent to one of said walls and 
being spaced from the stove top to afford a top flue in com- 
munication with the fire box, the stove having continuations 
of said flue extending around the sides and bottom of the 
oven, diagonally beneath the fire box from one corner of the 
oven bottom, and upwardly in a diagonal direction past the 
fire box and oven, and an auxiliary top flue leading from the 
upper end of the last-mentioned flue continuation through the 
top flue and having walls separating it from direct communi- 
cation with the latter. 
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1,210.536 





POLISHES THAT DO NOT FREEZE IN COLD 
WINTER WEATHER. 


These winter days, when the mercury hovers 
around the zero mark, it is a good policy for the 
dealer in stove supplies to 
make certain that his polishes 
are of the type that can 
withstand the low tempera- 
tures without freezing. This 
is an advantage that house- 
wives and other users of pol- 
ishes will greatly appreciate 
because of the convenience it 
affords, and it is said to be 
characteristic of the Black 
Silk line, comprising Stove 
Polishes, Metal Polishes, and 
Iron Enamels. These prod- 
ucts, the manufacturers claim, 
will not dry out, rust through 
cans or freeze in any climate, remaining good until 
used., As regards their polishing value, Black Silk 
Stove Polish, for example, which is sold as a paste 
or in liquid form, as shown herewith, is said to give 
a brilliant, glossy shine that anneals to the iron—does 
not rub or dust off. Full details of the stove polish, 
metal polish and iron enamel can be obtained from 
the Black Silk Stove Polish Works, Sterling, Illinois. 
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Can of Black Silk Liquid 
Stove Polish. 








COOKING OVEN PATENTED. 


Guy B. Child, Chicago, Illinois, assignor to the 
American Stove Company, St. Louis, Missouri, has 
obtained United States patent rights, under number 
1,211,086, for a cooking even described in the fol- 
lowing: 

An oven of the fireless cooker principle, comprising an 
oven chamber having inner and outer walls, a filling of insu- 
lating material between the said walls and in engagement 


throughout the entire inner surface of the walls whereby the 
walls form a support for the insulating material, the outer 








wall having ventilating openings, and means within the oven 
for heating it whereby any odor or moisture within the insu- 
lating material is driven by the heat therefrom through the 
said ventilating openings. 
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COOKING DEVICE AND OVEN DOOR SUPPORT 
PATENTED. 


Under numbers 1,210,479 and 1,210,480, United 
States patent rights have been granted to William E. 
Jeavons, Cleveland, Ohio, for a cooking device and an 
oven door support respectively. The oven door sup- 
port has been assigned to Arnold R. Whittaker, Cleve- 


land, Ohio. They are described in the following: 


: Number 1,210,479: The combina- 
1,210,479 tion, with the chimney of a lamp or 

ee stove, of an open bottom hood ar- 
ranged to receive the gases arising 
from said chimney, a plurality of 
tubes extending upwardly and out- 
wardly from said hood, a vessel sup- 
port mounted on said tubes and pro- 
vided with apertures for the dis- 
charge ends of said tubes, said sup- 
port being provided with an annular 
seat located outside of said apertures 
and being provided with a series of 
discharge apertures located adjacent 
to the former apertures and between 
the same and the central portion of 
said support, and a hood removably 


Number 1,210,480: The 
combination, 
oven having an opening 
therein, of a door hori- 
zontally pivoted beneath 
the said opening and 
adapted to be swung up- 
wardly to close the 
opening, and means for 
supporting said door 
when in open position, 
said means comprising a 
rod or wire having its 
upper end pivotally con- 
nected to the door and 
a link having its lower 
end pivotally connected 
to the oven beneath the 
door and having its up- 
per end offset outwardly 
and pivotally connected 
to the lower end of the said rod or wire. 





applied to said seat. 





1,210,480 
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WRITE FOR THIS 1917 CATALOG OF GAS 
STOVES AND RANGES. ~ 





A very attractively arranged catalog, showing the 
many styles and sizes of .Dangler Gas Stoves and 
Ranges for the 1917 season has just been issued. The 
various types are each shown on separate pages by 
means of large, handsome engravings, underneath 
which the descriptions, size and price lists are neatly 
and conveniently placed. Realizing that every pros- 
pective customer is interested not only in the appear- 
ance of the gas range, but also demands one that is 
at once economical, practical and sanitary, the manu- 
facturers are constantly working out, through actual 
study of the housewife’s needs, the means whereby 
their ‘products will instantly appeal to every buyer. 
Their latest achievement is the Dangler Simmering 
3urner and Lighter Combined, claimed to be a prac- 
tical, highly-efficient combination which is placed in 
the center of the top where heretofore, on account 
of limited space, it was necessary to place the lighter 
alone. Another feature is the Dangler Patent Rotary 
Flame Star Burner, described as being so constructed 
that it produces a live flame which means a great 
saving of fuel because the heat becomes instantly ef- 
fective. Such advantages as these have been made 
possible by keeping in mind the fact that a good stove 


with an’ 
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is an investment which is bound to give entire satis- 
faction, thus building up business for the dealer. 
Copies of this catalog, Number 127, may be obtained 
from the Dangler Stove Company, Division of the 
American Stove Company, Cleveland, Ohio. 


.® 


WIDE LINE OF BEAUTIFUL AND DURABLE 
STOVE TRIMMINGS. 





Every thoughtful manufacturer of stoves and 
ranges realizes that the appearance of his product is 
a great factor in the appeal they make to the prospec- 
tive customer. It will be conceded, of course, that 
durability is the chief requirement in a heating appli- 
ance, but when this characteristic is supplemented by 
beauty and completeness, he finds it much easier to 
consummate the sale. The trimmings of the stove 
naturally assume importance when this circumstance 
is taken into consideration, and to assist manufactur- 
ers in thus imparting an attractive appearance to 
their lines, a wide list of handsome stove trimmings 
is offered by the Fanner Manufacturing Company, 
Cleveland, Ohio, who state that they make all kinds 
of trimmings required for the various styles of stoves 
and ranges, among which may be mentioned pokers, 
lifters, turnkeys, handles, scrapers, shakers, corners, 
brackets, rings, edges, strips, towel bars, chaplets, 
malleable castings, stars, etc. Full particulars of the 
entire line can be obtained by addressing the l'anner 
Manufacturing Company, Cleveland, Ohio. 


cee 


NEW AND HANDSOME TYPES OF ANDIRONS. 


The Stover line of fireplace fixtures includes many 
handsome designs of andirons, one of which is shown 
in the accompanying illustration. This is a Colonial 
style, made of all iron in dead black finish. Its 
dimensions are, height, 18 inches; length, 22 inches; 





Stover Andirons, Colonial Style. 


the weight per pair is 25 pounds. The andirons 
have ornamental posts on the grate bars that are 
separate parts, machined and screwed in_ place 
and finished the same as the large posts in front. 
Catalog Number 1590 describing the entire line 


sent upon request, 


of Fireplace Fixtures, will be 
by the Stover Manufacturing and Engine Company, 
719 East Street, Freeport, Illinois. 


A fool can answer any question to his own satis- 





faction. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 40 to 45 inclusive. 








W. A. Spurrier, Jr., & Company, Des Moines, Iowa, 
hardware and lumber dealers, have increased their 
capital from $50,000 to $100,000. 

The Quality Saw and Tool Company, Springfield, 
Massachusetts, has let a contract for the erection of a 
one story, 50x100 foot, plant addition. 

The American Grinder Manufacturing Company, 
2203 Sycamore Street, Milwaukee, Wisconsin, has in- 
creased its capital stock from $25,000 to $100,000. 

According to the Oklahoma City Oklahoman, a pe- 
tition in.-bankruptcy was filed against Dellinger Broth- 
ers of Gotebo, Oklahoma, who operate a retail hard- 
ware store. 

The E. B. Lanman Company, East Chicago, Indi- 
ana, has been incorporated with a capital stock of 
$20,000 to manufacture nuts, bolts and specialties. 
The incorporators are H. A. Lanman, C. Seddon and 
E. B. Lanman. 

The Forbes Tool Company, 30 Broadway, New 
York City, has been incorporated with a capital stock 
of $100,000 to manufacture tools and other hardware 
items. R. E. Pearsall, H. D. Penney and E. W. 
Forbes are the incorporators. 


” 
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TEXAS HARDWARE MANUFACTURERS AND 
WHOLESALERS PLANNING SPLENDID 
ENTERTAINMENT FOR HARDWARE 
MEET AT HOUSTON. 








The hardware manufacturers and wholesalers of 
Texas have already made great strides for their pro- 
gram of entertainment for the Conventions of the 
Southern Hardware Jobbers’ and the American Hard- 
ware Manufacturers’ Associations which are to meet 
April 17 to 20 at Houston. 

Among the features will be an old fashioned 
“Texas Round-up.” 

John L. Keith, Beaumont, is Chairman and Fred 
M. Huggins, Meridian, is Secretary of the Enter- 
tainment Committee. 
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NEW NAIL MILL TO BE BUILT BY AMERICAN 
STEEL AND WIRE COMPANY. 








The American Steel & Wire Co. is about to erect a 
new nail mill at its central works at Worcester, Massa- 
chusetts, which it is stated will be the largest addi- 
tion made to the plant since it was acquired in 1899. 
The mill will occupy a building 70x334 feet; it is to 
be of brick construction, and one story high. 


CHARLES W. ASBURY NATIONAL COUN- 
CILLOR OF AMERICAN HARDWARE 
MANUFACTURERS’ ASSOCIATION 
IN COMMERCE CHAMBER. 





Charles W..Asbury, of the Enterprise Manufactur- 
ing Company, Philadelphia, and formerly President 
cf the American Hardware Manufacturers’ Associa- 
tion, has been appointed National Councillor for that 
Association in the Chamber of Commerce of the 
United States. 

Mr. Asbury is also Chairman of the Committee on 
Governmental Activities of the Association and as 
such requests members to submit to him suggestions 
and comments on such federal legislative matters in 
which they may be interested. 


= 





ILLINOIS RETAIL HARDWARE CONVENTION 
WILL MEET IN SPRINGFIELD, 
FEBRUARY 7, 8 AND 9. 





The Annual Convention of the Illinois Retail Hard- 
ware Association will be held at Springfield, Febru- 
ary 7,8 and 9. No exhibition will be held this year. 
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INVENTORS’ LEAGUE WILL HOLD FOURTH 
ANNUAL RECEPTION AND DINNER 
JANUARY 20 





The Fourth Annual Reception and Dinner of the 
Inventors’ League of the United States will be ‘held 
at Turnverein Hall, 85th Street and Lexington Ave- 
nue, New York City, on Saturday, January 2oth, at 
8 P.M. The office of Financial Secretary H. D. Hag- 
gerty is 124 Maiden Lane, New York City, to whom 
reservations should be sent. 
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PATENTS AGITATOR FOR WASHING 
MACHINES. 








Alva J. Fisher, Chicago, Illinois, assignor to the 
Hurley Machine Company, Chicago, Illinois, has pro- 
cured United States patent rights, under number 
1,211,123, for an agitator or dolly for washing ma- 


chines described hererewith: 


6 An agitator for washing 
machines adapted to be at- 
tached to an_ operating 
member, comprising a head 
provided with depending 
pins or fingers, said head 
having a bearing opening 
for an operating member 
and a flexible curtain de- 
tachably connected with and 
depending from the bottom of said head, said curtain con- 
sisting of a tube which depends below the ends of said pins 
or fingers. 
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It is better to be bent on economy than broke on ex- 
travagance. 
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MERCHANTS SHORT COURSE AT ILLINOIS 
UNIVERSITY, JANUARY 30 TO 
FEBRUARY 2. 


There will be another Short Course for Retail Mer- 
chants at the University of Illinois, Urbana, this year, 
the dates being January 30th to February second, in- 
clusive. 

Among those who will lecture and lead the discus- 
sions are the following: 

E. B. Moon, Chicago, Director of Department of 
Community Development and Trade Betterment of 
Farmers’ Review. His subject will be “Mail Order 
Competition”; he will also speak on “Chain Stores’’ 
and “Use of Mailing Lists.” 

M. J. Duryea, Secretary of Moline Commercial 
Club, who will lecture on “The Community and the 
Commercial Organization.”’ 

Clifton C. Field, of the Kepler Company, Eau 
Claire, Wisconsin, among whose subjects are, ‘The 
suyer’s Version of Retail Selling’; “The Buyer’s 
Duties.” 

James W. Fisk, Manager of Retail Service and 
3usiness System Departments of the Associated Ad- 
vertising Clubs of the World, who will speak on “The 
Cost of Doing Business”; gThe Dollars and Cents 
Value of Training Clerks,” etc. 





VITAL BUSINESS QUESTIONS WILL BE UP 
FOR DISCUSSIONS AT COMING 
HARDWARE CONVENTIONS. 


Under the direction of the National Retail Hard- 
ware Association, arrangements have been made by 
which three sessions of the State Conventions of IIli- 
nois, lowa, Indiana, Michigan, Nebraska and Wiscon- 
sin retail hardware dealers will be devoted to ‘Open 
Forum” discussions led by the same prominent men. 

This is in line with the idea of making the annual 
conventions more of the character of a merchants’ 
short course, and thus greatly enhancing the value of 
these meetings to those in attendance. 

Some of the most vital business questions will be 
discussed, and the fact that each one is to be handled 
by an expert should make them of most unusual inter- 
est to members. 

Short sketches of the business history of the three 
men chosen for this special work follow herewith: 

James W. Fisk has twenty years’ experience in 
retail merchandising. Recently director of Selling 
Service, Lord & Taylor, New York; Hahne & Com- 
pany, Newark, New Jersey., and J. L. Hudson Com- 
pany, Detroit, Michigan; author and instructor in 
Advertising and Salesmanship, Dry Goods Economist 
Training School; manager chain of fourteen hard- 
ware stores in the Northwest; author of Retail Sell- 
ing and Salesmanship, now in charge of Retail Serv- 
ice and Business Systems Department, Associated Ad- 
vertising Clubs of the World, with headquarters in 
Indianapolis, Indiana. 

J. S. Knox is President of the Knox School of 
Salesmanship and Business Efficiency, Cleveland, 
Ohio, author of several text books on business ef- 
ficiency, personal efficiency and salesmanship. It is 


said of Mr. Knox that he delivers more business ad- 
dresses each year than any other man in America; 
that his addresses have a “punch”; that he gets under- 
neath the surface, analyzes business problems and 
reasons out their logical solutions. More recently he 
has been giving special attention to the merchandising 
problems of the smaller towns and rural centers. He 
promises to bring to hardware retailers an unusually 
helpful message in his series of addresses at this year’s 


conventions. 
Thomas N. Witten, Trenton, Missouri, is well 
known as the author of the “Trenton Idea.” He is 


an active hardware merchant and is also an eloquent 
and forceful platform speaker and brings a great 
wealth of originality and enthusiasm on his favcrite 
subject, “Community Welfare.” 

sili 


EDWARD N. HURLEY’S NEW BOOK, 
“AWAKENING OF BUSINESS,”’ HAS 
MESSAGE FOR YOU. 


Edward N. Hurley, who in a few days. will retire 
as Chairman of the Federal Trade Commission in or- 
der to resume the management of his large business 
interests in Chicago, has recently completed a book 
of 240 pages, entitled “Awakening of Business,” 
which should be at once placed in the business library 
of every business man. It is published by the Asso- 
ciated Advertising Clubs of the World, which in itself 
is a guarantee of its more-than-ordinary interest and 
usefulness. 

Quoting from the preface by Mr. Hurley, this book 
has a definite purpose. It is a message of construc-— 
tion, not of criticism; a message, not for “the other 
fellow,” but for you. 

There are two parts and an “appendix,” in which 
the author discusses in his characteristically free and 
clear manner the problems of the present-day busi- 
ness man, using specific illustrations and applying 
these in thoroughly logical manner to form or demon- 
strate general principles for business conduct and 
management. 

He points out faults, not in a “fault finding’’ spirit, 
but to suggest remedies and shows how to use these 
remedies. 

All of which is, of course, only what could be ex- 
pected from a man of the high character and splendid 
personal success of Mr. Hurley. 

Copies of this very instructive book may be ob- 


tained at $2.00 each from AMERICAN ARTISAN AND 
HarDWARE Recorp, 910 South Michigan Avenue, 
Chicago. 


THE VALUABLE MAN. 


The man who is most to be wanted for positions of 
trust is the one who does not work for mere selfish 
gain, but for the love of the task. 

If he does his work for love of it, and not out of 
consideration alone for the result, he will serve his 
own interests best, for he will do his work well and 
thereby make himself indispensable to his employer. 
—William Howard Taft. 
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SHARPENING MACHINE FOR RAZOR BLADES 
PRESENTS OPPORTUNITIES FOR BIG 
PROFITS. 


It was once said of a certain character that every 
time he opened his mouth he subtracted from the sum 
total of human knowledge. 
At the opposite end we 
have Poor Richard who is 
said to have expressed 
more philosophy throbbing 
with human interest than 
anyone since his day. He 
is credited with the state- 
ment: “Human felicity is 
produced, not so much by 
great pieces of fortune that 
seldom happen, as by little 
advantages that occur ev- 
Thus, if you 


teach a poor young man to 





ery day. 


Hatfield Safety Razor Blade 
Sharpening Machine. 


shave himself and keep his razor in order, you may 
contribute more to the happiness of his life than in 
giving him a thousand guineas.” If Poor Richard 
were living at this time, it is declared, he could have 
added that the man who invented the Hatfield Safety 
Razor Blade Sharpening Machine, one type of which 
is shown herewith, was a benefactor to all shaving men 
because he produced a machine that saves money and 
adds to their comfort. This device is claimed to be 
capable of sharpening every make of safety razor 
blade, while attachable grinders enable it to also sharp- 
en jack razors, barber’s clippers, scissors, shears, 
knives and other small-edged tools. As a profit maker 
for the retail hardware dealer, it is said to offer ex- 
ceptional possibilities, and numerous instances are 
cited by the manufacturers of where these machines 
have effected a decided increase in business. Dealers 
can obtain full particulars of the various sizes, to- 
gether with price list, by addressing the Hyfield Manu- 
facturing Company, 21 Walker street, New York City. 


GOOD TOOLS ALWAYS A PAYING 
PROPOSITION. 





Among the pointers that the mechanic “picks up” 
in the ¢ourse of time is the fact that almost invari- 
ably a good tool is eventually far less expensive and 
far more satisfactory than a cheap grade. Good tools 
are easier to use; they do their work quicker and 
better; and they possess a more rugged and durable 
construction. The Goodell-Pratt “1500 Good Tools,” 
for example, are said to be in this class, because they 
are made by men who know and appreciate good 
tools, the mechanical principles are correct, and the 
materials are selected to give the longest wear. As 
with other high-grade lines, the prices are in some 
cases slightly higher than for similar tools of different 
makes, but the extra value more than repays the cus- 
tomer. Typical of these tools is the High Speed 
Breast Drill, claimed to be a marvel of mechanical 
ingenuity and expert workmanship. By turning a 
knurled ring between the crank handle and gear cas- 


ing, the speeds may be changed and the spindle locked 
for opening or closing the chuck. The gears, all ma- 
chine cut and accurately assembled, are contained in 
an aluminum casing and packed in heavy grease. Ev- 
ery convenience is provided for the operator, and ball 
bearings insure easy running. Further particulars of 
this tool and others of the line are contained in the 
catalog which can be secured from the Goodeli-Pratt 
Company, Greenfield, Massachusetts. 

GOOD PROGRAM FOR IOWA HARDWARE 

CONVENTION AT DES MOINES 
FEBRUARY 13 TO 16. 





A very excellent program has been arranged for the 
Nineteenth Annual Convention cf the Iowa Retail 
Hardware Association which is to be held February 
13 to 16, at Des Moines. Hotel headquarters will be 
at the Savery, the business sessicrs being in the 
Coliseum Assembly Room. 

An outline of the program follows herewith: 


Tuesday, February 13th, 10:00 A. M. 
Opening Session of Exhibition. 
Registration. 
Distribution of Badges and Entertainment Tickets. 
Reception Committee will greet you at Main Entrance 


of Coliseum. Look for the large white badge men. Ask 
them. © 
2:CO P. M. 

Opening Session Nineteenth Annual Convention. 

Music. 

Annual Address—President W. J. Deering. 

Address—Bevan Lawson, New York City, General 
Salesmanager of the AutoStrop Safety Razor Company, 


“Personal Salesmanship—The Barometer of Retail Efficiency.” 
Appointment of Special Committees. 
Question Box Session. Under direction of 
Box Committee. 
Organization of Committees. 
Wednesday, February 14th, 9:00 A. M. 


Question 


Music. 
Address—James W. Fisk, Indianapolis: 
(a) Making Credits Pay. 
(b) The Art of Collecting. 
(c) The Cost of Doing Business. 
[This address will be conducted on the Open Forum 
Plan. All members invited to assist in the discussion.] 
Report of the Boston National Convention, by Clarence 
Knutson, Clear Lake. 
Question Box Session. 
2:00 P. M.—Annual Meeting of the lowa Hardware Mutual. 
Annual Address—President L. C. Abbott. 
Annual Report—Secretary A. R. Sale. 
Insurance Question Box Session. 
Election of Officers. 
: 3:00 P. M. 
Executive Session, 
Message from the National Association—Vice President 
M. D. Hussie, Omaha. 
6:00 P. M. 
Organization of the Board of Directors of the Iowa 
Hardware Mutual. 
Thursday, February 15th, 10:00 A. M. 
Music. 
Address—“The Community’s Business,” T. 
Trenton, Missouri. 
{This address will be conducted on the Open Forum 
Plan. All members invited to assist in the discussion.] 
Question Box Session. Conducted by the Question Box 
Committee. 


N. Witten, 


2:00 P. M. 
Address—“Buying, Selling, Management,” J. S. Knox. 
Cleveland. : 
Question Box Session. 
9:00 P. M. 
Vaudeville Entertainment and Band Concert—T. Fred 
Henry’s Band. 
Friday, February 16th, 10:00 A. M. 
Secretary’s Report. 
Committee’s Reports. 
Election of Officers. 
T!nfinished Business. 
Board of. Directors Organization Mee‘ing. 
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KNOWLEDGE OF HANDSAW MANUFACTURE CRIMINALS MAKE REVOLVERS A NECESSITY. 


AND OPERATION HELPS TO 
CLOSE SALES. 


In every line of business it is a foregone conclusion 
that the salesman who possesses the requisite knowl- 
edge and hence can talk intelligently and convincingly 
of his merchandise, makes the greatest sales. Lack 
of this information often proves a great handicap to 
the salesman because then he is not properly equipped 
to demonstrate the advantages of the article in ques- 
tion to the satisfaction of the prospect. For dealers 
and salesmen of tools, a booklet issued by the manu- 
facturers of Simonds Saws will prove highly-valuable 
in this respect, telling as it does, about the maaufac- 
ture, operation and care of handsaws in a very simple 
and interesting manner. Regarding the action of the 
cross-cut saw for instance, it relates how centuries 
ago men learned that a knife blade must be free 
from nicks and notches to cut well—it could be pushed 





The manufacturers of Iver Johnson’s Firearms, in 
explaining their revolver advertising, say that their 
publicity work does this: It makes it impossible for 
any one to forget that society is turning out a choice 
lot of criminals every year. It emphasizes the fact 
that a criminal’s only function is to commit crime. 
It states with plain directness that an honest man’s 
only protection against criminal aggression is to be 
armed. The law does not protect him entirely. It 
may punish the criminal or interfere with his activi- 
ties, but when a burglar has broken into your. house, 
the issue is between you and him. Year after year 
the Iver Johnson people have pounded on this theme. 
It is not a pleasant theme but it is the one which 
will influence the average man to a point where he 
will come into your store and buy a revolver. The 
manufacturers are preaching preparedness—they are 
attacking the same optimistic ignoring of the future 





Properly-Filed Cross-Cut Saw Teeth. 


against a piece of wood and a shaving whittled off— 
and when a nicked knife was drawn back and forth 
across the wood, it tore the fibers apart, making saw- 
dust. Now while each cross-cut tooth is a little two 
edged knife, as pictured herewith, it cuts very dif- 
ferently: When the saw is moved back and forth, 
the points, especially their forward edges, sever the 
fibers in two places, leaving a little triangular eleva- 
tion that is crumbled off by friction as the saw passes 
through. Rip saw teeth, on the other hand, have the 
cutting edge at right angles to the side of the blade, 
and act like a series of small chisels. These and many 
other facts of interest are brought out in this book- 
let, “How to File a Handsaw,” copies of which can 
be obtained from the Simonds Manufacturing Com- 
pany, Fitchburg, Massachusetts. 
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SECURES PATENT FOR LOCK. 





Under number 1,210,810, United States patent 
rights have been issued to Charles EK. Johnson, New 
Britain, Connecticut, assignor to The American Hard- 
ware Corporation, New Brita’n, Connecticut, for a 


lock described herewith: 

A case, a bolt movably mounted in the 
case and having branching legs, said bolt 
projecting through an opening in the case 
and being held against lateral movement 
therein, holding means carried by one of 
said legs to lock it against endwise move- 
ment, means to engage said holding means 
to cooperate in the locking operation, means upon the other 
leg to receive a key for actuation of the bolt, and means to 
force said locking parts into engagement. 


1,210,810 





Iver Johnson Safety Automatic Revolver. 


which as a national fault now finds us insufficiently 
prepared in the face of an ominous international dis- 
pute. As a result, they state, a strong demand for 
weapons of self-defense has been maintained, so that 
wide awake retailers can profitably feature such lines 
as the Iver Johnson Safety Automatic Revolvers. 
These are made in several styles, one of which is 
shown herewith, and full particulars about the entire 
line can be secured by addressing Iver Johnson’s Arms 
and Cycle Works, 354 River Street, Fitchburg, Mas- 
sachusetts. 


EXPLOSIVES OF GREAT BENEFIT IN 
COUNTRY’S PROGRESS. 





People know that explosives are used extensively 
for war purposes, but are as a rule forgetful of the 
fact that these materials are of great industrial benefit, 
finding wide application in construction work, mining, 
agriculture and sports. [¢xplosives shoulc not always 
be considered a destructive agency—in fact, the point 
is emphasized that the Dupont Company, largest mak 
ers of powder in the world, since their inception in 
1802, have béen a constructive force in the building 
of the Nation. For ten years afier the establishment 
of the Dupont powder works, the product was used 
sole’'y for construction purposes, and although since 
1812 our government has depended to a great extent 
on the Company for their supply of miitary powder, 
the manufacturers point out that at no time has it 


been to their financial advantage for the United 
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States to be at war. Why? Because the principal 
business of the Company is constructive, and con- 
struction flourishes only in times of peace. The rail- 
roads that span our continent and the Panama Canal 
which cleaves it are all products of explosives; the 
coal that cooks our food, warms our homes and pro- 
vides power for our factories, railroads, steamships 
and power plants, together with iron, copper, lead, 
zinc, silver, gold and other metals, are practically all 
mined with explosives; the farmers of America use 
millions of pounds of dynamite annually for clearing 
land, draining swamps, planting trees and breaking 
impervious subsoils; and large quantities are em- 
ployed in hunting, trap shooting, and road-building. 
The Company is constantly expanding its industrial 
activities along constructive lines, and to anyone inter- 
ested in the possibilities of American manufacture, 
they will serid a booklet listing the 251 distinct ex- 
plosive and non-explosive commodities they make 
and sell. Requests for this booklet should be made 
to E. I. du Pont de Nemours and Company, Depart- 
ment 12, Wilmington, Delaware. 
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WASHBOARDS PATENTED. 


Under numbers 1,211,359 and 1,211,360, United 
States patent rights have been granted to Joseph 
Anthony Schlehr, Rockford, Illinois, assignor to A. 
Vere Martin, Chicago, Illinois, for two styles of wash- 
boards described in the following: 

Number 1,211,359: A washboard 
having a rubbing surface composed 
of a plurality of rigid strips and 
360 loop shaped flexible — elements 
clamped between said strips with 
the looped portion thereof project- 


ing beyond said strips. 
Number 1,211,360: A washboard 





Oo 


comprising connected side bars 
having longitudinally extending 
grooves on their opposed inner 


faces, a plurality of longitudinally 
spaced rigid rubbing elements hav- 
ing their ends disposed in said 
grooves and fixed to said side bars, 
one of said elements having a 
groove extending longitudinally 
thereof, a flexible apron extending 
around and incasing said elements 
and having the ends thereof over- 
lapped and disposed in said groove, 
a clamping bar having a laterally 
projecting tongue extending later- 
ally therefrom and adapted to be 
inserted in said groove for clamping said overlapped ends 
therein, the ends of said bar being inserted in the grooves of 
said side bars, fastening means extending transversely through 
said clamping bar, tongue, and apron into said grooved ele- 
ment for detachably holding the apron in adjusted position, 
and blocks detachably mounted in the grooves of said side 
bars below said clamping bar and having their ends engaging 
said clamping bar to assist in holding it in engagement with 
said grooved element. 
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CASH REGISTERS REMEDY CHIEF DEFECTS 
IN STORE SYSTEM. 


It is estimated that about 50 percent of the causes 
of all retail failures may be traced to weaknesses in 
the store’s system of conducting business. The five 
prime faults that conduce towards this end are 
enumerated as follows: 1—failure of the retailer to 
safeguard his money on cash sales; 2—failure to 
obtain money for goods sold on credit; 3—failure to 
record money received on account ; 4—failure to keep 
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track of C. O. D. sales until the money is received, 
and 5—failure to otherwise manage the business prop- 
erly. The first four of these troubles, it is asserted, 
are remedied by the complete new National Cash 
Register—in fact, cash registers were invented just 
for that purpose. This up-to-date model is also said 
to help in reducing the losses due to the fifth cause— 
poor management, etc. Retail hardware dealers are 
admonished to look these facts squarely in the face. 
More than 16,000 retailers failed in 1915, so why 
should business be done at random and failure risked 
when there is a remedy? Full details of the Na- 
tional Cash Registers can be obtained by addressing 
the National Cash Register Company, Dayton, Ohio. 
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SECURES PATENT FOR DOOR CHECK. 





Lewis C. Norton, Chicago, Illinois, assignor to the 
Norton Door Check Company, Chicago, Illinois, has 
obtained United States patent rights, under number 


1,211,337, for a door check described herewith: 


In a door check, the combination with a cylinder, of a 
piston element therein having rack teeth, a pinion meshing 
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with said rack teeth, an arm rigid with the pinion, a door- 
supporting trunnion, an arm rigid therewith, a link connect- 
ing said arms whereby swinging movement of the door is 
communicated to the piston, a spiral door- closing spring, a 
spindle or shaft to which said spring is connected, and an 
arm rigid with said shaft and connected to the piston-con- 
trolled arm. 


FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 


Hardware, etc. Number 23402.—A merchant in Italy 
is in the market for scissors, penknives, tableware, hardware. 
etc. 

Light and heavy hardware. Number 23431—A man in 
Australia would like to secure an agency on a commission 
basis, for the sale of light and heavy hardware, such as 
bolts, nuts, etc., valves and fittings, heavy steel and iron 
hoops, locks, screws, tacks, etc., and enamel ware. Quota- 
tions should be made f. 0. b. New York or San Francisco. 
Cash will be paid against documents in New York, or sight 
draft in London. Correspondence may be in English. Ref- 
erence. 

Stoves, ranges, bath heaters, etc. Number 23433.—A 
man in Brazil wishes to secure an agency for the sale of oil 
stoves, ranges, portable stoves, bath heaters, etc. Corre- 
spondence may be in English. References. 
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Eighty Percent Co-Insurance Clause 
How It Works on Hardware Stocks 


By Witu1aM T. Gorm Ey, of the Bullard and Gormley Company, Chicago, IUinois 








I am in receipt of a letter from a retail hardware 
dealer in Illinois who wants information about the 
—_ “Eighty Percent Co-insur- 
ance Clause” and _ other 
points in connection with 
his fire insurance policies, 
such as inventory and pay- 
ment of possible loss from 
fire. 

The part of his letter re- 
ferring to these questions 
reads as follows: 

“T understand that in 
taking out fire insurance 





William T. Gormley. 
one must make the amount 80 percent of total valua- 
tion, no more, no less. ’ 

“T have carried fire insurance for several years 


based as above on my estimate. Now the agent tells 
me I must invoice. As my stock fluctuates largely it 
would keep me busy invoicing. Is not my estimate 
sufficient ? 

“This agent also tells me that should I burn out 
and there was reason to believe that my insurance 
policy called for less than 80 percent | would receive 
no insurance; that my policy would be void. In that 
case would they return the premium paid? 

“T desire to carry insurance, but do not want to be 
continually invoicing, and I don’t want to pay premi- 
ums without any chance of getting any returns if I 
should sustain a loss by fire.” 

Practically every reliable fire insurance company 
requires that the total amount of fire insurance carried 
by the insured must be not less than eighty percent 
of the total value of the stock. 

If the retailer has policies in force amounting to 
only seventy percent of the value of his stock, for 
instance, he thereby becomes a “‘co-insurer” for the 
remaining ten percent. 

In other words, if he suffers a partial loss—less 
than the total shown on his policies—he must pay his 
share of the loss, in this case one-eighth of the insur- 
ance. 

By way of illustration: Let his total stock be $10,- 
000,00, according to his inventory, of which I shall 
speak later. He carries $7,000 fire insurance, and his 
loss is $4,000.00. In that case he will be a “co-in- 
surer” for the $1,000.00 which are required to make 
up the eighty per cent value of his stock, and instead 
of receiving checks from the fire insurance companies 
totaling $4,000, he will receive only $3,500, because 
under the “Eighty Percent Co-insurance Clause” he 
carries one-eighth of the total necessary insurance 
with himself. 

If the fire loss in his case is $8,000.00 or more he 
will receive the full amount shown on his policies, or 
$7,000.00. . 


Although the fire insurance agent may have made 
the statement that an inventory must be taken, I am 
quite certain that the retailer must have been mis- 
taken in his impression that no insurance would be 
paid unless the full eighty percent insurance was car- 
ried and that the policies would be void, for the clause 
referred to specifically takes care of just that point, as 
shown in the foregcing, nor is it my opinion that any 
reputable fire insurance company would “split hairs” 
on the matter of a few dollars one way or the other 
in the matter of the total inventory. 

On the other hand, it appears to me that it is no 
more or less than a reasonable condition to require 
that a retailer or any other business man engaged in 
buying and selling merchandise should possess such 
means of knowing, at least approximately, how much 
stock he had on hand at a given time, and of proving 
that he did have such an amount on hand at that time 
—and how is he going to do that without an inventory 
at least once a year and an efficient bookkeeping sys- 
tem ? 

An “estimate” may vary considerably from the 
facts, and surely this retailer would not care to have 
any of his debtors settle his claims against them 
on a basis of their “estimate” of how much they owed 
him. The payment of a claim by a fire insurance 
company must be based upon a fairly definite state- 
ment of facts, and a recent inventory, coupled with 
well kept accounts is, of course, the best possible 
means of arriving at such facts. 

It goes without saying, however, that if the retailer 
in question has kept his premises in good, safe cond1- 
tion, and has paid his premiums on time, there will 
not be any question about payment by the fire in- 
surance companies in case he should suffer loss by 
fire—but inasmuch as it is up to him to prove his loss 
and the extent of his loss, as affected by the policies 
covering his stock, it is to his own interest to provide 
such means as will best make such a proof possible. 

In this connection, | would suggest that this retailer 
take an inventory now and install a “perpetual inven 
tory” system, such as [ shall describe in the next issue 
of AMERICAN ARTISAN AND FIARDWARE RECORD. 


/ ' 
v 
Chicago, January 9, 1917. 
a 27 
a reasonable limit, mean 


If shorter hours, within 
greater efficiency and more and better work done, why 
is it that merchants still cling to the idea that an hour 
is an hour in business? It is certainly better to be 
more efficient in less time than by merely extending 
the time and it would be well for some retailers to 
give considerable thought to this. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








INTERESTING WINDOW DISPLAY OF SAWS. 


The neatly-arranged, interesting window display of 
saws shown in the accompanying illustration, was ar- 
ranged by T. R. Cheney for the Bond and Bours Com- 
pany, Jacksonville, Florida, and received Honorable 
Mention in AMERICAN ARTISAN AND HARDWARE REc- 
ord Window Display Competition. 

The chief features of the window display were two 
figures dressed to represent mechanics using saws. 
The large one at the right held a saw in his hands, and 
a large placard attached to his jumper called atten- 
tion to a special quality of the saws. The small figure 
at the left was sawing a plank with a saw run by a 


ay 


¢ 
Any 


¢ FISHING TACKLE 
‘'s : 





Window Display of Saws Receiving Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged by 
T. R. Cheney for the Bend and Bours 
Company, Jacksonville, Florida. 


motor placed in the box underneath. Large cards 
nailed to the “horses” and the box served to emphasize 
the adaptability and excellence of the saws. 

The remaining portion of the floor space displayed 
various types of saws, all being neatly arranged and 
lying flat on the floor. The top section of the side 
wall showed various signs directing attention to the 
variety of saws in stock and the durability and other 
characteristics, while the lower section was neatly ar- 
ranged with saws on a backing of black crepe paper. 

The background of the window display, also covered 
with black crepe paper, showed a neat symmetrical, 
circular arrangement of ordinary hand saws, with a 
The 


rectangle were filled in with other saws and the por- 


scroll saw as the centerpiece. corners of the 
tion of the background adjacent to the window dis- 
played a column of show cards and two large crosscut 
saws. 

The point worthy of note in regard to this window 
display is that the various saws so resemble each other 


that the window trimmer had virtually one article to 
display; yet he cleverly broke the monotony of the 
display by the liberal use of placards and by employ- 
ing the two figures with the saw run by the motor. 


~~ 
~~ 


DO YOU WANT TO WIN CASH PRIZES _ IN 
WINDOW DISPLAY COMPETITION? 





There is still an opportunity for you to enter your 
window displays in AMERICAN ARTISAN AND 
HarpwARE Recorp Window Display Competition, 
which will come to a close shortly. One hundred 
dollars in cash prizes will be awarded for the four 
most excellent arrangements, and Honorable Mentions 
will be given for those which, in the estimation of the 
judges, show evidence of careful, painstaking work 
with enough attractiveness and ‘interest in them to 
draw customers into the store. The many advantages 
of participating in this Competition irrespective of 
whether one shares in the awards or not, have been 
emphasized so often that the only point needing 
emphasis is that all your photographs and descriptions 
must be in the hands of the judges in a short time. 
Uncle Sam will bring them to us if you allow him 
sufficient time, so mail the photographs and descrip- 
tions at once. 

As previously stated, any number of window dis- 
plays, of any line of hardware or related items, can 
he entered, such as general hardware, builders’ hard- 
ware, tools of all sorts, cutlery, electrical supplies, 
trapping equipment, 
silverware, enameled 


sporting goods, hunting and 


atuttomobiie accessories, 

ware, glassware, stoves, ranges, warm air heaters, 

sheet metal, etc. Details of the award of prizes and 

conditions of the Competition are given herewith: 
Award of Prizes. 

The prizes will be awarded as follows: 

First prize. $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photugraph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 


description fourth in excellence. 
Conditions of Competition. 
The conditions of the competition are as follows: 


The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than February 1, 
1917. Address all photographs and descriptions to 
AMERICAN ARTISAN AND HARDWARE Recorp Window 
Display Competition, g10 South Michigan Avenue, 
Chicago, Illinois. 


toys, 











January 13, 1917. 


Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will'be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 


r 
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dow early in the trapping season, just when the time 
was ripe for attracting the trapper’s interest. Its 
striking appearance, the company states, served to 
draw a goodly number of enthusiasts to the store, with 
the natural consequence that the store’s sales of Vic- 
tor and other Oneida Traps was decidedly stimulated. 

In the preparation of the window display, litho- 
graphs of the boy and cabin, together with cards and 
signs furnished by the manufacturers, were used, ana 
and the “snow- 


oe 


the “trees,” “stumps,” “leaves,” 
topped hills” in the background were set up accord- 
ing to directions sent with the advertising material. 
A few traps were hung from the center of the win- 
dow at the left, several more were placed across the 








Window Display of Victor Game Traps Arranged for the George H. Ruby Hardware Company, Oneida, New York. 


ATTRACTIVE WINDOW DISPLAY HELPS TO 
STIMULATE GAME TRAP SALES. 


In their endeavor to widen the field for sales of 
Victor and other Oneida Community Game Traps, 
the manufacturers have resorted to various expedi- 
ents to help the retail hardware dealer boost his busi- 
ness in this line. Recently they announced to the 
trade their free offer of materials for window dis- 
plays of these products, and a splendid example of 
how these means were utilized is noted in the win- 
dow display illustrated herewith, which was arranged 
for the George H. Ruby Hardware Company, Oneida, 
New York. 

This handsome arrangement appeared in their win- 

s 


fallen tree, stuffed animals were placed in reaiistic 
positions and, all in all, a very excellent specimen of 
window trimming was produced. 

The manufacturer’s idea in furnishing these heips 1s 
to be commended, and every retailer should, if possi- 
increase 


but 


ble, take advantage of these offers as they 
not only the sales of the line in question, also 
the general sales of the store as well. 

oo- 

There is nothing like friendly interest to encourage 
folks to do better. No matter what their task, ap- 
proval and guidance will help them to perform their 
work more efficiently. The young salesman does need 
outside help if high ideals of efficiency are to be re- 


alized. 
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SCREW PRODUCTS REPRESENT YEARS OF 
SUCCESSFUL MANUFACTURING. 


Correct manufacturing of screw products is an 
absolute essential—otherwise it is impossible for these 
articles to satisfactorily fulfill their purpose. The im- 
portant points in this regard are accuracy or exact- 
ness, and the quality of the material. Taking these 
into consideration, Corbin Screw Products, represent- 
ing the result of years of successful manufacturing 
aid achievement, are said to yield precedence to none. 
In precision and thoroughness of workmanship, qual- 
ity of material, general utility and reliability, they are 
claimed to be as far advanced as many years of fruit- 
ful experience can make them. The uniformity of 
Corbin Screw Products is also enumerated as a rea- 
son for using them, each being a thoroughly de- 
pendable, carefully-inspected and correctly-manufac- 
tured article. The manufacturers will be pleased to 
inake quotations on current wants or yearly require- 
ments for stove bolts; stove rods; hinge pins; jack, 
safety and warm air heater chains, etc., a specialty 
being made of automatic screw machine work. Cata- 
log giving further particulars can be obtained by ad- 
dressing the Corbin Screw Corporation, New Britain, 
Connecticut. 





PATENTS METHOD OF MAKING SAW TOOTH 
. FASTENERS. 


Spencer C. Cary and Herman H. Brand, Brooklyn, 
New York, assignors to the Cary Manufacturing Com- 
pany, Brooklyn, New York, have procured United 
States patent rights, under number 1,210,417, for a 
method of making saw tooth fasteners, described in 


the following: 


The improvement in the-art of making saw tooth corru- 
gated fasteners which consists in bending metal stock to im- 
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part corrugations thereto, swaging one edge of the corrugated 
stock for simultaneously producing reversed bevels upon the 
surfaces of the stock, removing the metal on definite lines 
from the swaged beveled edges of the stock and producing 
well defined saw teeth in said edge of the stock, and addi- 
tionally swaging the edge of.the stock for positioning said 
edge and the points of the resulting teeth in the plane of 
the medial line of the fastener to be produced. 
— 2-9 


BRAZIL A FIELD FOR INCREASED HARDWARE 
SALES. 


The declaration that there is no apparent reason 
why European hardware manufacturers should domi- 
nate the market in Brazil is made in a report which 
has been published by the Bureau of Foreign and Do- 
mestic Commerce. The representative of the Bureau 
who studied the conditions in that country, former 
Commercial Attaché Lincoln Hutchinson, urges man- 
ufacturers in the United States to make an intensive 
study of the hardware trade in Brazil, such as the 
Germans have made, and expresses the opinion that 
no more favorable time than the present to make such 
a study will ever be found. Trade gained now may 
be retained when the war is over if proper precautions 
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are taken. Mr. Hutchinson has devoted many pages 
to the details that must be mastered if new business 
is to be retained. Much stress is laid upon tact and 
courtesy and upon a knowledge of the language. 

Tariffs are very high, but they handicap the Euro- 
pean manufacturer as well as the American. Portu- 
guese is an unusual accomplishment in the United 
States; but if salesmen of the other countries see 
profit in mastering it, Americans should find it equally 
worth while. There is no prejudice against Amer- 
ican goods; in fact, everything else being equal, it is 
more than likely that a preference would be shown 
goods manufactured in the United States. 

The average imports of hardware into Brazil dur- 
ing the normal years 1910, 1911, and 1912 were valued 
at $8,360,000 a year, and of this total $6,864,000, or 
82 percent, came from Europe. Half the exports 
from Europe came from three countries which are not 
now in a position to continue their shipments in any 
considerable quantity. 

The new report is the fifth of a series issued by the 
Bureau of Foreign and Domestic Commerce on the 
hardware markets of the world. Accompanying it are 
774 samples of this class of goods, such as have been 
successfully sold in the South American country. After 
being exhibited in the principal hardware centers these 
will eventually be added to the permanent collection 
of samples at the customhouse in New York. Part of 
the report is given over to a description of the trade 
in each hardware line and has been made as practical 
and specific as possible. In all there are 89 pages. 
The exact title is “Brazilian Markets for American 
Hardware,” Miscellaneous Series Number 47, and 
copies may be obtained for the nominal sum of 15 
cents from the Superinterdent of Documents, Wash- 
ington, D. C., or from the District Offices of the 
3ureau of Foreign and Domestic Commerce. 





TRADEMARK ON HARDWARE. 


The Republic Metalware Company, Buffalo, New 
York, has secured copyright on the trademark shown 
in the accompanying illus- 


vv,loz 
tration, under number 
99,132. The Company 
claims use since about 


January 7, 1899, and the claim was filed November 6, 
1916. The particular description of goods is: Double 
boilers, cooking ; fish-racks, coffee-boilers, wash-bowls, 
forks, tea kettles, milk stove pans, din- 
ner plates, coffee pots, skimmers, covers, strainers, 
lemonade shakers, cake molds, fry pans, tea balls, pot 
covers, lemon juice extractors, coffee makers, steam 
cookers, steamers, milk boilers, colanders, dippers, 
funnels, ladles, dairy pans, saucepans, pie plates, tea- 
pots, spoons, biscuit cutters, bread pans, coffee balls, 
egg poachers, rice boilers, cups, preserving kettles, 
jelly cake pans, pudding pans, soup plates, sauce pots, 
tea steepers, cake cutters, cake turners, bread raisers, 
muffin pans, cereal cookers, dust pans, baking tins, 
All made of base metal. 


-— +o. -—- 


pans, 


casseroles. 





It is not so much a matter of what we know as it 


is a lack of application that holds us back. 
a 
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PLIERS ARE PATENTED. 


Laroy S. Starrett, Athol, Massachusetts, assignor 
to The L. S. Starrett Company, Athol, Massachusetts, 
has obtained United States patent rights, under num- 


ber 1,210,558, for pliers described herewith: 


Pliers comprising pivoted levers hav- 
ing hammer headed, opposed jaws with 
faces radial to the pivot, each jaw hav- 
ing a notch on its inner face adjacent 
to the pivot for said levers and said 
notches opposed to each other and de- 
fining, when the jaws are brought to- 
gether, a wire receiving opening dis- 
posed transversely of the inner end of 
the pliers jaws, each jaw having an 
annular recess on its top face adjacent 
to said pivot and substantially opposite 
the recess of the cooperating jaw, and 
a pair of circular cutters overlying said 
opening and having each a depending 
hub seated in each recess and having 
peripheral cutting edges disposed sub- 
stantially in contact with each other 
when the jaws are closed and said cut- 
ting edges adjustable relative to each 
other bv rotation of the cutters, the cut- 
ters arranged within the hammer faces of the jaws. 


NOW IS TIME FOR COLLECTIONS. 








There are a good many matters which should oc- 
cupy the time of the merchants immediately after the 
first of the year, for example: Old accounts should 
be attended to and straightened out as best as possi- 
ble. Then there is the planning for the entire new 
year which also is worthy of much consideration. 





COMING RETAIL HARDWARE CONVENTIONS. 





In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their places of meeting 
dates, and the names and addresses of the respective 


Secretaries : 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Abi- 
lene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Spokane, January 17, 18, 19, 1917. E. E. Lucas, Secretary, 
Spokane, Washington. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 23, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 

West Virginia Retail Hardware Association, Wheeling, 
January 23, 24, 25, 1917. John H. Morgan, Secretary, Mor- 
gantown, West Virginia. 

Mountain States Hardware and Implement Association, 
Denver, Colorado, January 23, 24, 25, 1917. J. H. Jenkins, 
Secretary, Pueblo, Colorado. 

Texas Hardware and 
Texas, January 24, 25, 26, 1917. 
“North, Texas. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos, 


Implement Association, Dallas, 
B. H. Getz, Secretary, Fort 


Indiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 


Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York Citv, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
Tohn B. Foley, Secretary, Syracuse, New York. 

Illinois Retail Hardware Association, Springfield, Feb- 
ruary 7, & and 9, 1917. Leon D. Nish, Secretary, Elgin, Illinois. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 
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Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone Secretary 
Sturgis, Kentucky. , 

_ Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. A:thur J. Scott Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls 
February 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May 8, 9, 10, 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 


RETAIL HARDWARE DOINGS. 








Illinois. 
T. J. Attwater, Cambridge, has sold his hardware store 
to R. S. Attwater and Frank Wiison. 

The Consumers’ Hardware and Supply Company, Man- 
hattan, has been incorporated with a capital stock of $10,000. 
lowa. 

O. E. McGuddin, Lacona, has sold his hardware store. 

EF. H. Hause has bought C. L. Zinn’s interest in the hard- 
ware and furniture store of Good and Zinn at Melchar. 

The hardware store of Homer Rayburn at Monroe was 
destroyed by fire, the stock being valued at $10,000, 

Cartwright and Son, Grand Junction, have sold their 
hardware stock to Barnes Brothers. 

W. D. Kail and Sons, Bagley, have purchased the Thorp 
stock of hardware. 

D. W. Pote and 
in Stuart. 

Kohler and Kohler, West Bend, have 
ware store to Asher and Freeman. 

Emil Evers, West Side, a dealer in hardware and im- 
plements, died recently. 

A. N. Baker, Baldwin, has sold his store to M. Meyers. 

Roy and Ora Bayless, Thornton, have bought the Knap- 
per hardware and implement business. 

: Michigan. 

The Vandervoort Hardware Company, Lansing, has been 

incorporated with a capital stock of $40,000. 
Minnesota. 

Togelmark Brothers and Company, Excelsior, have sold 
their hardware store to the Wistrand Hardware Company. 

Arnold Moeller has purchased the interest of his brother, 
Louis, in the Ward Hardware Company at Worthington. 

Missouri. 

The hardware store of, A. W. Nixon at Edgerton has 
been destroyed by fire with a loss of $4,000.00. The insurance 
is $1,000.00. 


Son have opened a hardware store 


sold their hard- 


Montana. 

G. H. Duppler has bought the Baker Hardware Com 
pany’s store at Baker. 

Jorden and Rolie, Harlowton, have sold their hardware 
stock to the local Farmers’ Equity Association. 
_ The Pope-Atchinson Hardware Company will discon 
tinue their business at Helena and will open a hardware store 
at Great falls. 

Nebraska. 

Louis Holm, Cook, will engage in the hardware business 
with J. G. Albers. 

W. T. Stringfellow, Madison, has purchased the 
of the Madison Hardware Company. 

Kartem and Cooke, Bartlett, have 
store to T. P. Hardesty. 

S. D. Lang, Cowles, has been succeeded in the hardwart 
business by Wells and McTaggart 

North Dakota. 

A. G. Krans has disposed of his interest in the 
Hardware and Furniture Company at Derlin 

Robert H. Bryan, Golden Valley, has purchased an 
est in the Russell hardware store 

The Pioneer Hardware Company, Mandan, has 
the C. E. Heegaard Company’s stor 

F. L. Dow and Sons, Mandan, will 


store. 


store 


sold their hardware 


Berlin 
inter 
bought 


open a hardware 
Ohic. 

The Rocky River Hardware | 
been incorporated for $10,000 by B. J 
liams, H. M. Kodst and A. ( 

Wisconsin. 

Leuenberger and Wurst, De forest 
nership in the hardware business, Louis L. Leuenberger con 


ompany, Rocky River, has 
Gurthery, R. FE. Wil- 


Schickler. 


have dissolved part 


’ 


tinuing the business. 


Westland Brothers, Lewis, are building a hardware store 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








PROPERLY HUNG DOORS ADD GREATLY TO 
CONVENIENCE OF GARAGE. 


The garage, as we know it, is not very many years 
It is younger than the automobile but, even so, 
has earned a place for 
itself in architecture. 
Barns have passed into 
the discard as a place to 
keep the car, for the 
housing must be in keep- 
ing with the vehicle and 
with the home, the ten- 
dency nowadays being to- 
wards more artistic struc- 
tures of various designs and materials. Naturally the 
garage presents building problems of its own: The 
size must be according to the ground space available 
and the money appropriated for its construction, while 
the arrangement must be such that the user can easily 
get his car in or out. The hanging of the doors, there- 
fore, which generally open an entire side of the build- 
ing, is an important consideration because nothing 
adds more to the convenience as well as the appear- 
ance of a garage as properly hung doors. From the 
time when doors were hung on a piece cut out of a 
boot leg, down through the various hinge arrange- 
ments, there is said to have been a steady progress 
until the present method of easy sliding door hangers 
and tracks was reached. Coming as it did, the garage 
has reaped the benefit of this past experience, so that 
its door hanging problems are all claimed to be solved 
by the different types of sliding doors and equipment. 
A complete line of sliding door outfits for the various 
needs is made by the Richards-Wilcox Manufacturing 
Company, one of the R-W sets being illustrated here- 
with. Full particulars of their entire line of garage 
door hardware can be obtained by addressing the 
Richards-Wilcox Manufacturing Company, Aurora, 


Illinois. 


old. 





R-W Sliding-Folding Garage 
Door. 


_~* 


STANDARD FINISHES OF STEEL SHEETS FOR 
AUTOMOBILE MANUFACTURERS. 





In addition to their standard makes of black sheets, 
the American Sheet and Tin Plate Company manu- 
facture special finishes for automobiles, stoves and 
ranges, electrical apparatus, etc., all of which are in- 
terestingly dealt with in the booklet recently issued by 
the Company. As regards automobile sheets, for ex- 
ample, it is pointed out that a careful and thorough 
investigation of the requirements of automobile man- 
ufacturers has resulted in the establishment of three 
standard finishes. These are designated as: Automo- 
bile Body Stock, Automobile Fender and Hood Stock, 


and Automobile Crown Fender Stock, the mcdification 
of which in finish and forming qualities has, according 
to the Company, enabled them to meet the require- 
ments of practically every phase of the industry to 
which sheet steel is adapted. Open hearth steel is 
used for the three products, as well as full pickled 
finish treatment, the difference between them lying 
in the degree of finish and forming properties. For 
difficult drawings, such as axle housings, radiator 
castings, hub caps, etc., the manufacturers supply 
steels of special drawing qualities ; the most capable of 
these is Thurite, a recent development which is 
claimed to have astonished the fabricating world in 
its remarkable behavior under dies. Further details, 
together with copy of the booklet, “Black Sheets and 
Special Sheets,’ will be sent upon request, by the 
American Sheet and Tin Plate Company, Frick Build- 
ing, Pittsburgh. 


~~ 
— 


SOLUTIONS TO PREVENT AUTOMOBILE 
RADIATORS FROM FREEZING. 





Irom a well known authority we have received the 
following suggestions for solutions to be used during 
cold weather, instead of water, in order to prevent 


automobile radiators from freezing: 
Alcohol and Water. 


For zero weather use water, 75 percent; alcohol, 
25 percent. 

For 10 below zero, water 70 percent ; alcohol 30 per- 
cent. 

or 20 below zero, water 60 percent; alcohol, 40 


percent. 
Glycerine, Alcohcl and Water. 


Not lower than 5 below zero: 





irs los 0 hind ng ki aie Se a ace ee I5 percent 
ES Pb sna Wax nee e dn new Rewens I5 percent 
Piri koe Seekay Gadkmnektinen eens 70 percent 
Not lower than 20 below zero: 

EE: Suivda ccd wwii ewes kunwkedctee a 20 percent 
Te Te er ee ree 20 percent 
ES 4s bei daias ba ceKeae ee eeeaee 60 percent 
AUTOMOBILE TIRES DUE FOR ADVANCE 


IN PRICES. 


Prices on automobile tires have been scheduled for 
some time to advance about 20 percert, or more. 
Cost of materials and their scarcity is given as the 
reason. While rubber has gone up some, other mate- 
rials show an increase of about 20 percent. Tire 
fabric went up 100 percent. A lot of other conditions 
affect the cost of tires and contribute to the promised 
advance, One firm has guaranteed prices for a time 
and others have urged customers to lay up a stock in 
advance. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











The one inch double column space which was used 
by the Hubbard Woods Electric and Hardware Com- 
pany, 902-904 Linden Avenue, Hubbard Woods, IIli- 
nois, to tell their story, was probably employed to as 





CALL UP OR VISIT THE NEW 
HUBBARD WOODS ELECTRIC AND HARDWARE CO. 
Electric and Bicycle Repairing and Supplies 


Lawn Mowers Sharpened and Repaired 
Telephone Winnetka 871 902-904 Linden Avenue 








good advantage as such a limited space could be util- 
ized, but by increasing the space to two inches it 
would have been possible to make some more definite 


statement as to the service rendered by the store. The. 


advertisement was published in the Winnetka Mes- 
senger. 
** K * 

In advertising circles they say that persistent ham- 
mering away in the shape of constant advertising, 
generally brings satisfactory results. As a rule it 
no doubt does, the proviso being that the advertise- 
ments are effectively prepared. In some instances at 
least, it is apparent that a few efficient advertisements 
produce far better results than a group which lack 
some of the prime essentials for inducing sales. Take, 
for instance, the case of the two inch, double column 
advertisement reproduced herewith which appeared in 
the December gth issue of the Waco, Texas, Times- 


GAS STOVES and RANGES 


All Kinds—Prompt Delivery at Right Price 

















Herrick Hardware Co. 


NORTH SIDE SQUARE. 








Herald: It is doubtful if the allotted space could have 
been used to better advantage than was done here, the 
points being emphasized that all kinds of gas stoves 
and ranges are in stock and prompt deliveries will be 
made at right prices. More than likely the Herrick 
Hardware Company, North Side Square, Waco, are 
running other advertisements similar to this in featur- 
ing their gas stoves and ranges, and if so, we should 
advise them to concentrate their efforts to a smailer 
number of larger advertisements which shall embody 
the four requisites of resultful advertising: An at- 
tractive heading and introduction, illustrations of sev- 
eral types of appliances, their descriptions, and specific 
price quotations. In this way the reader is bound to 
gain a definite conviction regarding the articles in 
question, which he could not obtain from reading even 
a series of advertisements that consist merely of a few 
brief announcements. 


Winter sports are no negligible factor in the active 
retail hardware dealer’s business. When Old Sol 
commences to greet us with a smile that lacks the 
warmth of months gone past and the mercury experi- 
ences a decided shrinkage in volume, not all of our 
younger folks hie themselves away to perform the 
hibernation stunt. Quite a few of them engage in the 
various indoor and outdoor winter sports, and among 
the most popular and delightful of these is ice skat- 
ing—in fact, if the retail hardware dealers of Chi- 
cago, for instance, could see the endless number of 
enthusiasts that throng the park lagoons and private 





ANDY JENSEN 


2729 OGDEN AVENUE 
One Block East of Douglas Park—PHONE ROCKWELL 1071 





SKATES 
SKATES coun 
FOR PAIR 
RENT AND UP 


SKATES GROUND WHILE YOU WAIT 


Johnson Racing Skates for Sale and Sharpened 
Skate Straps and Keys 











ponds in that city at every opportunity during the 
winter season they would more than likely be aston- 
ished at the possibilities thus presented for doing a 
more profitable business. ‘Some dealers appreciate 
this circumstance and consequently are utilizing it to 
great advantage. In all such situations the man who 
“angles” for more business by persistent advertis- 
ing is bound to catch a goodly share, and an example 
of this timely advertising is reproduced herewith from 
its original space of three inches by two columns in 
the Chicago Opinion, a neighborhood paper. Andy 
Jensen, 2729 Ogden Avenue, Chicago, no doubt at- 
tracted many skaters to his store in this way, as the 


illustration serves to gain the reader’s attention and 


the advertisement further contains the requisite in- 
formation. 
It will be noted that Mr. Jensen is prepared to care 


for skaters’ custom in all the three ways that can be 


thought of: He sells them; he rents them and he 


grinds them. 


There are a great many merchants who say they 
cannot afford to advertise; some say that the percent- 
age of profit is too small; others say that the people 
know that they are in business and that if they want 
to buy from them they will come without advertising. 
The real fact is that no merchant can afford not to 


advertise. 





Se 
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HEATING AND VENTILATING 








MISSOURI AUTHORITIES SIDESTEP 
RETRACTION OF MOWRY HEATING 
BULLETIN COPIED BY THEM. 


As announced on page 35 of our December 30th 
issue, John H. Hussie, Chairman of the Warm Air 
Heater Committee of the National Association of 
Sheet Metal Contractors, requested the Missouri 
State Board of Agriculture to correct its mistake in 
re-publishing the now famous Mowry Bulletin on 
House Heating, originally published by the Uni- 
versity of Minnesota. His letter to the Board ap- 
peared on the page referred to. 

The following reply was received from Jewell 
Mayes, Secretary of the Board, in which, it be noticed, 
he very adroitly sidesteps admitting anything: 

My DEAR Mr. Hussiz:— 

Answering your letter of December 19th, let me 
thank you therefor. Your letter addressed to Mr. A. 
W. Woods of the University of Minnesota, I have of 
course carefully read. Your suggestions are received 
in a fraternal and brotherly spirit, for we are all sol- 
diers of the common good for the great cause of the 
advancement of the Republic. 

Pleasantly yours, 
(Signed) Jewett Mayes, 
Secretary. 
Columbia, Missouri, December 22, 1916. 


Upon receipt of this communication, Mr. Hussie 
replied as follows: 

Mr. JEWELL Mayes, Secretary: 

Your letter of December 22nd acknowledging re- 
ceipt of mine of December 19th is before me and | 
thank you. I regret, however, that you did not make 
your communication more of a reply than simply an 
acknowledgment of receipt of my letter. 

In my letter I stated that the Bulletin issued by 
you contained gross misstatements and asked that you 
take steps to correct the same, hoping that thereby the 
harm already done might in some degree be coun- 
teracted. It has pleased you to ignore this request. 
You neither defend your Bulletin nor acknowledge 
its weakness. You close by subscribing yourself 
“Pleasantly yours.” Now I may say with all neces- 
sary modesty that on occasion I am quite a pleasant 
fellow myself, but when it comes to expending the 
money of the tax payers of your state for the dis- 
tribution of such false doctrine as that contained in 
your Bulletin Number 6, we are, it seems to me, pass- 
ing the boundary of pleasantry and entering the realm 
of seriousness. 

If I alone were concetned in this matter it might 
be wise to dismiss my communication thus cavalierly. 
It would indeed savor of presumption on my part 


were I in my own name to attempt to interfere in the 
conduct of your department. In this case, however, 
I represent an association, many of whose members 
reside in the state of Missouri. These men have 
millions of dollars invested and employ thousands of 
men in the manufacture and sale of Warm Air heating 
plants. These men pay thousands of dollars in taxes 
and a portion of this money is being used by your 
department in publishing this Bulletin in an apparent 
endeavor to ruin this great industry. 

This Bulletin does not bear the merit even of 
originality, and to me it is well nigh incomprehensible 
that an institution of learning should copy and publish 
an article without investigating as to its truth or 
falsity. 

What chance has a seeker after knowledge, when 
those, to whom he has the right to look up for 
instruction, feed him with such false doctrine as your 
Number 6 Bulletin? If you should read that the Cap- 
itol of the United States was located in Alaska and 
publish it, you would be scarcely less absurd than in 
the present case. 

I mailed you a copy of my former letter to Dean 
Woods simply to show you in some detail wherein 
your Bulletin is in error. JI ask you now once more, 
respectfully but sincerely, to either publish a retrac- 
tion of this Bulletin or show us that it is an honest: 
statement of facts and has any moral right to exist. 

Your Bulletin is a public document and as such is 
subject to criticism. I have attacked its very founda- 
tion and publicly stated that its teachings are false 
and untrue. If I am right it should be withdrawn. 
If I am wrong it should be so proven and I should 
retract my statements and apologize. 

[ have the honor to subscribe myself quite good 
naturedly but also quite earnestly yours, 

Joun H. Husstr, 
Chairman Warm Air Heater Committee, National 
Association Sheet Metal Contractors. 
Omaha, Nebraska, January 4, 1917. 


ee 





‘“‘WOOD” SMITH TO REPRESENT STANDARD 
FURNACE AND SUPPLY COMPANY IN 
SOUTH PLATTE TERRITORY. 


“Wood” Smith who is well known in the warm air 
heating trade will represent the Standard Furnace & 
Supply Company, Omaha, Nebraska, in the South 
Platte territory which includes Nebraska and Eastern 


Colorado. 





~-+oo 
The W. E. Lamneck Company, Columbus, Ohio, 
was incorporated with a capital stock of $100,000 to 
manufacture warm air heaters. The incorporators 
are William E. Lamneck, Margaret Lamneck, Charles 
A. Lusch, Robert E. Morehead and Frederick Petry. 
































January 13, 1917. 


R. T. WASSON NEW SALESMANAGER OF 
LENNOX FURNACE COMPANY. 


The Lennox Furnace Company, Marshalltown, 
Iowa, manufacturers of Torrid Zone and other warm 
air heaters, announce the appointment of R. T. Was- 
son as Salesmanager, to succeed B. C. Taylor who 
had filled that position for the past five years and 
recently resigned to accept a position with the 
Marshall Oil Company of Marshalltown. Mr. Was- 
son is an old acquaintance of many warm air heater 
installers and comes well qualified for his new post, 
having introduced the Lennox products in various ter- 
ritories and having acquired a fund of information 
which should prove of great value to dealers. He 
was first connected with the Company in 1904 and 
then for several years was engaged in the retail busi- 
ness in Oklahoma City and Fort Worth, returning 
to the Company about a year ago. His wide circle of 
friends will wish him the fullest measure of success 
in his new position. . 


~.-@-e 
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HENRY=MILLER FOUNDRY COMPANY IS NEW 
NAME OF T. E. HENRY FURNACE 
INTERESTS. 





The successful business which has been built up by 
the T. E. Henry Furnace Company, Cleveland, Ohio, 
on Moncrief Warm Air Heaters and Supplies, will 
in the future be conducted under the name of the 
Henry-Miller Foundry Company. 

This new corporation was formed a few months 
ago to take over the assets of the Medina Foundry 
Company, Medina, Ohio, and the T. E. Henry Fur- 
nace Company, the stock in both companies being 
owned by practically the same stockholders. The 
new corporation has also acquired the large foundry, 
plant and warehouse at Canton, Ohio, formerly owned 
by the Novelty Iron Company. 

No doubt the same progress and success will con- 
tinue as the management remains in the same capable 
hands. 





LARGE RADIATING SURFACE NEEDED TO 
UTILIZE ALL HEAT UNITS OF THE 
FUEL. 


Coal is usually bought and sold by ton weight, but 
very few people realize that there is another standard 
of measure by which its heating value can be deter- 
mined. Every pound of coal contains a certain num- 
ber of heat units, and this number varies with the 
purity of the coal or the amount of combustible 
matter contained in the coal. In order to induce the 
proper draft in the chimney of a warm air heating 
system, and thus secure sufficient air for the com- 
plete combustion of the fuel, about 25 percent of the 
heat units in the fuel are said to be required. ‘These 
would be entirely wasted so far as heat production is 
concerned, were it not for a construction made not 
only to absorb and radiate the 75 percent but also 
to utilize as much as possible of the first 25 percent 
of the heat units. This, the manufacturers state, is 
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accomplished in the Globe Warm Air Heaters by 
means of their extra large amount of radiating sur- 
face. Being oversized, this apparatus is said to allow 
a large volume of air to pass with very little friction 
over the hottest part of the warm air heater, coming 
in contact with radiating parts built for absorbing 
and throwing off intense heat. Full particulars of 
the various types of Globe Warm Air Heaters can be 
obtained from the Globe Stove and Range Company, 
Kokomo, Indiana. 


2 
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SCHILL BROTHERS COMPANY ENLARGING 
FACILITIES FOR INCREASED OUTPUT 
OF WARM AIR’ HEATERS AND 
HEATING STOVES. 





Schill Brothers Company, Crestline, Ohio, have had 
the most successful year in their business, and as a 
result have found it necessary to enlarge their foun- 
dry capacity and to install additional cranes and other 
machinery to expedite the manufacture of their vari- 
ous products. They are now preparing to place on 
the market an improved line of warm air heaters and 
a new and attractive line of heating stoves. 

A number of promotions in the executive and fac- 
tory staffs took place on January first, Harry L. Hoff- 
man being appointed Salesmanager from the “As- 
sistant” post, and Roy Smith being promoted to 
Superintendent of the Plant. W. D. Cover is Secre- 
tary and General Manager of tiie Company. 
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DRAFT REGULATING APPLIANCE PATENTED. 





Oscar J. Pfeiffer, Denver, Colorado, has secured 
United States patent rights, under number 1,210,520, 
for a draft regulating appliance described herewith: 

In combination, a 
support adapted to be 
secured to a wall or 
other upright surface. 
a lever fulcrumed 
thereon and having at 
points remote from its 
fulcrum means for the 
attachment of flexible 
connections, a trip en- 
gaging an end of said 
lever for holding it in 
a substantially horizon- 
tal position, and a 
spring connected at 
one end to the support 
at a point beneath the 
fulcrum of the lever, 
and at its opposite end 
to the lever at a point 
disposed above the fulcrum when the lever is in its said hor- 
izontal position, said points of connection of the spring being 
under the same conditions, at opposite sides of a vertical pass- 
ing through the fulcrum and in a straight line which closely 











approaches the same, and the spring being under said con- 
ditions expanded to move the lever to a substantially ver- 
tical position when released by the trip. 

Shs Ne Ne 


AMERICAN ARTISAN ONLY TRADEPAPER 
FOR WARM AIR HEATER INSTALLERS. 


To AMERICAN ARTISAN: 
I take my hat off to AMERICAN ArtISAN. It is the 
only tradepaper for warm air heater installers. 
Yours truly, 
A. J. Bripces. 


Pedford, Jowa, January 9, 1917. 
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WARM AIR HEATER INSTALLER USES 
HEALTH ARGUMENT IN HIS 
ADVERTISEMENT. 


The series of advertisements which have been run 
in the Saturday Evening Post and other publications 
of nation-wide cir- 
culation by the Na- 


Safe uard tional Warm Air 
g Heating and Venti- 
your children’s asi E pamsneare 

health. ave all emphasize 


—and rightly so— 
’ * the greater health- 
You can tdo it un- fulness of a proper- 
less your house ly installed warm 
is properly 
heated. 


air heating appara- 
_ tus over any other 
form of heating ap- 
pliances. 
In the accom- 
panying illustration 
there is shown a 


FRANK 
KARTHEISER J 0. cows. tos 


inch advertisement 
which was run in 
the Beacon-News of 
Aurora, Illinois, by 
Frank Kartheiser, 


Appeal to Love for Children in Warm<« 
Air Heater Advertisement. The Ideal Furnace 


Man,” 79 New York Street, Aurora, and in which this 
same point is strongly brought out. 

It is by arguments along this line, as well as by defi- 
nite statements as to the ease, economy and efficiency 
of operation, that the installer of warm air heating 
apparatus should—and can—obtain his business, rather 
by endeavoring to see how low a price he can quote 
on an installation. Incidentally also, he takes the 
prospective customer’s mind to a certain extent away 
from the matter of cost, which means a better profit 


THE IDEAL 
FURNACE MAN 


79 New York Street 





on the completed job. 
scaler 


HUMIDITY VERSUS STUPIDITY. 


Addington Bruce, the well known writer on 
hygiene, brought out in a recent article the necessity 
for providing means for supplying a proper amount 
of humidity to the air in houses- and other places of 
human occupation. Incidentally also, he calls atten- 
tion to the fact that in buildings heated with modern 
warm air heaters this very method of heating supplies 
moisture to the warmed, air. 

Mr. Bruce’s article follows: 

Beware of Too Dry Aijr. 

With the coming of cold weather windows begin to be 
closed and people suffer both mentally and physically for 
lack of sufficient oxygen. Also they suffer mentally and 
physically if they let the air in their homes and working 
places become too dry. 

This is a cold weather menace not appreciated as it 
ought to be. Many people who are careful as to ventila- 
tion neglect to secure the air moisture necessary to health, 
comfort and efficiency. 

Ventilation alone will not give this. In winter the 
outdoor air itself often is excessively dry. When it gets 
indoors it is made still drier by the heating apparatus used 


to keep warm the house, business building or other place 
of human occupancy. 


It is made so dry that it has been estimated that the . 
air in the average business building during winter is some- 
what drier than the air in the desert of Sahara. The air in 
the average home is little richer in moisture. 

For comfort the percentage of humidity in the indoor 
air should not fall much below thirty. If it gets as low as 
fifteen, glued furniture shows a tendency to come apart. 

You have perhaps noticed this tendency in your own 
home occasionally and have attributed it to too much heat. 
Too little moisture in the room is where the blame really 
lies. 

Raise the percentage of moisture and both you and 
your furniture will be better off. The furniture will hold 
together better and you will feel better and be able to do 
your work better. 

Says S. G. Koon in a word of warning addressed pri- 
marily to employers, but applicable to everybody: 

“You must choose between humidity and stupidity in 
your store, office or factory during the winter months. 

“If you would have your clerks alert and obliging, 
your customers good natured and impressionable, it is not 
enough merely to hold the room temperature at 68 
degrees. 

“Both clerks and customers need in the air they 
breathe more moisture than ordinary heating and ven- 
tilating apparatus provides.” 

Of course, it is not a question of raising the indoor 
humidity to a point approaching the stickiness of summer. 
That would be going to an absurd extreme. It is only a 
question of keeping the humidity from falling to too low 
a point. 

In stores, factories and other buildings of large floor 
space special apparatus is needed for this. It costs money, 
but will be found a profitable investment. 

In offices and homes sufficient moisture can be secured 
by simpler and less expensive means. If the heating is 
done by the hot air system the water tank in the furnace 
should, for one thing, never be allowed to get low. Many 
people are negligent herein. 

And in every room that is regularly used a water filled 
utensil should be kept. This does not mean merely a 
saucer of water. It means a vessel—such as a long, shal- 
low pan—with a fairly large surface area to facilitate 
evaporation. 

Better still, make use of vertical wicks of felt, with 
their lower ends in water kept hot by-the heating appar- 
atus that warms the room. Such wicks thus used insure 
rapid moistening of the air you have to breathe. 

And always, with rapid and adequate moistening of the 
air, as with adequate ventilating, life is sure to go much 
better for you. 
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AMERICAN ARTISAN CONTAINSIMUCH 
VALUABLE INFORMATION FOR 
WARM AIR HEATER 
INSTALLERS, 


To AMERICAN ARTISAN: 

We find your publication very interesting. It con- 
tains much valuable information and many good sug- 
gestions along the lines in which we are interested. 

OstrREIM & LONG. 

Wimbledon, North Dakota, pees 8, 1917. 


FLUE CLEANER PATENTED. 





Under number 1,211,212, United States patent 
rights have been granted to Arthur John Mulliner, 
Shediac, New Brunswick, Can- 
ada, for a flue cleaner described 


herewith: 

A flue cleaner comprising a handle, 
a collar at the end of said handle, a 
pair of scrapers inserted in said col- 
lar and extending therefrom and de- 
scribing perfect opposing arcs from 
said collar to their outer ends, a pair 
of spring arms inserted in said collar 
between said scrapers and extending 
outwardly and terminating slightly be- 
yond the longitudinal center of said 
scrapers, and a pair of semi-circular 
disk scrapers secured at their straight 
sides to said spring arms and on their 
curved sides to the aforesaid scrapers. 
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PRACTICAL HELPS FOR THE 
TINSMITH 


PRISE 











PATTERNS FOR DOUBLE PITCHED SKYLIGHT 


BY O. W. KOTHE. 

Tinsmiths who have not worked on skylight work 
often have great difficulty in understanding this kind 
of work. It is very simple 
when once understood, and 
so in this drawing we have 
the end elevation and side 
elevation for gable skylight. 
Sometimes these are called_ 





Fund 





developed something like shown by the dotted line 
in pattern for curb. Otherwise just straight ends are 
all that is required and completes all your patterns. 

It should be remembered that great care is necessary 
in order to make the pieces fit properly. 






























































double pitch, meaning the; End Elevation 


| 
lel la 3 
_| e side fF. levation- : { 











water flows both ways. 

The end elevation, as you 
see it is already a pattern, 
only a half bar as shown by 
the detail as detail “B’’ must 
be hooked over the edge of 
gable, and soldered at inter- 
vals as at mando. The only 
real pattern which is_ re- 
quired for such a skylight is 
a common bar, and for this 
' we first draw a pitch line to 
the desired angle and then at 
right angles to it, draw the 
detail for skylight bar “A”’. 

From each of these points, 
draw lines parallel with pitch 
line, indefinitely, and at a 
convenient place draw the 
ridge bar “B” to conform to 
your lines. In like manner 
draw the lower curb “C” to 
conform to your lines, as 
shown. It is understood that 
the details “A” and “B” and 
“C” must be full size accord- 
ing to your measurement 
while the length of your sec- 
tional elevation is made to 
suit convenience, because the 
patterns can be measured and 
marked off to the proper 
lengths from the pattern to be 
developed. So to develop the pattern, pick the 
stretchout from your detail “A” and-step it off at 
right angles to the sectional elevation. Draw your 
stretchout lines, and from each point in the ridge bar 
and lower curb, project points into pattern, cutting 
lines of similar number, as point 1’, 2’, 3’, etc. This 
gives you the pattern for common bar. 

The ridge bar and the curb pattern are just straight 
pieces of metal made equal to the girth or to suit each 
bend, as shown. But sometimes we have an offset in 
the back or end gable and so a pattern must then be 















Gable Skylight 
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Development of Patterns for Double Pitched Skylight. 


HIGHER WAGES AGAIN FOR WORKERS IN 
SHEET AND TIN PLATE MILLS. 


Puddlers, sheet mill and tin plate workers get sub- 
stantial increases under the bi-monthly examination 
held January toth at Youngstown, Ohio. Tin plate 
workers get an increase of 3 percent, or 19 cents above 
base price of $3.50. With practically all sheets exam- 
ined in the bar iron division, the average sales show a 
2.15 cent card, which, if maintained, will entitle the 
puddlers to about $10.30 a ton. 
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PATTERNS FOR SQUARE PIPE INTERSECTING 
LARGER PIPE ON CORNER AND 
AT AN ANGLE. 


BY GEORGE E, ROBERTS. 
For work of this kind you must lay out plan and 
elevation as shown to the size and angle to suit your 


case. 
The next step is to project lines from points 
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The opening in the large pipe is found by drawing 
a line as X-2 and from points X”’-1”’-2”’-3”" at 
right angle to the elevation; draw lines to intersect 
line X and 2, then with the dividers take spaces from 
plan X to 1. and X to 3, set these spaces; using 
O as center strike arcs cutting lines draw from 
X”’-1/’-2””"-3”" in the elevation. This gives you pat- 
tern for opening. 

Allow for all seams. 














ELEVA T/ON 

































LARGE PIPE... 


Development of Patterns for Square Pipe Intersecting Large Pipe on Corner and at an Angle. 


X-1-2-3 upon plan to your miter line in the elevation. 

Next extend lines from miter line to intersect with 
-2’-3’ in plan. 

For pattern “A” pick spaces as from plan X-1-2, 
etc., and place on stretchout line. At right angle to 
“A” in elevation draw lines from miter line to inter- 
sect stretchouts; through points thus located trace 
from point to point and you have pattern for “A.” 
pick spaces from plan as before 


, , 


lines drawn from points X’-1 


For pattern “B” 
and set these on stretchout line and at right angle to 
“B” draw lines from points X’”’’-1’’-2’’-3’”" and from 
miter line to intersect the stretchout lines X X-1 1-22-33. 
Trace through these points and you have pattern 


tor “B.” 


HARMONY CLUB OF OSBORN COMPANY 
HOLDS ANNUAL MEETING. 


As we have previously mentioned, the J. M. & L. A. 
Osborn Company, Cleveland, Ohio, have an organ- 
ization composed of their officers, salesmen and heads 
of departments and known as the Harmony Club. 

This very excellent organization recently held its 
fourth annual meeting, at which problems in connec- 
tion with improving the Company’s service to its cus- 
tomers were discussed. 

J. S. Knox, who is known as one of the best ex- 
ponents of salesmanship, gave a fine address on “Har- 


mony and Efficiency.” 











January 13, 1917. 


ED LANGENBACH ELECTED DIRECTOR IN 
TWO BANKS AND A RAILROAD. 


Ed Langenbach, of the Berger Manufacturing Com- 
pany, Canton, Ohio, has been elected a director in the 
First National Bank and of the First Trust & Sav- 
ings Bank, both of Cleveland, among the largest bank- 
ing institutions in Ohio. He was also recently elected 
a director of the Wheeling & Lake Erie Railroad. 





YOUNGSTOWN SHEET AND TUBE COMPANY 
WILL BUILD HOUSES FOR EMPLOYES. 


The Youngstown Sheet & Tube Company has 
bought about 300 acres of land near its plant at East 
Youngstown, Ohio. It is understood that the prop- 
erty is to be used for a big housing project which the 
Company is reported to be working out for the 10,000 
men employed in its mills. 





WELDED JOINTS IN FIRE DOORS AND 
SHUTTERS AFFORD SOLID AND 
RUGGED CONSTRUCTION. 


The exceptional durability of Evans’ Almetl Fire 
Doors and Shutters is attributed in a great measure 
to the fact that all joints are welded—not riveted or 
bolted, and hence cannot become loose. In the illus- 
tration herewith is shown a cross-sectional view of 
the door, which consists of a panel of transversely 


laid 21%4-inch corrugated galvanized heavy gauge 
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Cross Section of Evans Almetl Fire Door. 


steel, with interlining of asbestos roll board—ali 
rigidly held in a continuous frame of 3/16 by 2!4-inch 
bar steel. The frame and end of the panel sheets are 
protected by a cover binder of heavy galvanized sheet 
steel securely riveted to the frame and thus forming 
an armor to save the edges of the door from abuse. 
In riveting the panel sheets to the frame, due pro- 
vision is said to be made for expansion and contraction 
without excessive distortion. The corru- 
gated panel sheets, the manufacturers declare, give 
maximum strength with reduction in weight, while 


cross-laid 


the large air spaces between the corrugation, supple- 
menting the thick asbestos, provide adequate resist- 
ance to the radiation of heat. [Further information 
about Evans Almetl Fire Doors and Shutters can be 
obtained from the Merchant and Evans Company, 


Philadelphia. 
AMERICAN ARTISAN FOR ALL SHEET METAL 


WORKERS. 


To AMERICAN ARTISAN: 
All sheet metal workers should subscribe for and 
read AMERICAN ARTISAN. 
Kart Mat¢THeEws. 
Topeka, Kansas, January 7, 1917. 
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CANTON METAL PRODUCTS COMPANY TAKES 
OVER BUSINESS OF CANTON 
CORRUGATING COMPANY. 


Announcement is made that the Canton Metal 
Products Company, Canton, Ohio, a new million dol- 
lar organization, will soon take over the established 
business of the Canton Corrugating Company, manu- 
facturing a full line of sheet metal products such as 
roofing, siding, shingles, eaves troughs, conductor 
pipes, etc., as well as a complete line of metal build- 
ing materials and re-enforcing plates used in modern 
building construction. New, modern, fireproof struc- 
tures are to be erected, which together with the old 
plant of the Canton Corrugating Company will pro- 
vide excellent manufacturing facilities. It is expected 
that the Company will be ready to commence opera- 
tions about April first, employing approximately 500 
people. 

The men connected with the new Company have 
all had extensive training in the sheet metal field. 
Harry G. Bow, President, was Manager of Sales for 
for 


the Berger Manufacturing Company, Canton, 


many years; R. L. Kreighbaum, Vice-president and 
Salesmanager, served the same organization for a 
number of years as Manager of the Advertising, Pub- 
licity and Sales Promotion Departments; and H. L. 
Mackenzie, Treasurer, was formerly connected with 
the 
the Jobbing Department, and for the past four years 
has been Manager of the Canton Corrugating Com- 


pany. 


Serger Manufacturing Company, as Manager of 
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METAL SHINGLES NOT DAMAGED BY SNOW 
OR RAIN. 


The continuous snows and stormy weather of the 
most potent arguments 
that 


tractors 


winter season are one of the 


sheet metal con- 
advance 
the 


shin- 


can 
in emphasizing 


merits of metal 


gles. A roof under- 


much severe wus- 


os > 
PC eS 


age during this period 











of the year and it is 


easy to understand 





why metal roofing 1s 


far more capable of 





withstanding this ruin- 


ous action than are 


wooden shingles, slate 


root- 





or composition 
} ee of 


work, Cortright Metal 


ing, lfor slopin 


Group of Cortright Oriental 
Shingles. 


Shingles are said to be ideally adapted, as they are 
weather tight and cannot be rotted by snow or rain. 
Like all other metal roofing, they are not high in price 
when compared to other roofing materials—as a mat- 
ter of fact, they are cheaper, considering their length 
of service. Metal shingles last for years without re- 
pairs, making an almost permanent roofing, and are 
said to open up a new business field for sheet metal 
contractors, being suitable for homes, churches, schools 
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and public buildings. [our styles of Cortright Metal 
Shingles are offered: Metal Slates, Victoria Shingles, 
Imperial Shingles, and Oriental Shingles, the last of 
which are illustrated herewith. Full information about 
them can be secured by addressing the Cortright Metal 
Roofing Company, Philadelphia and Chicago. 


> 
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PATENTS METHOD OF PREPARING METAL 
FOR PAINTING. 








James H. Gravell, Philadelphia, Pennsylvania, has 
secured United States patent rights, under number 
1,211,138, for a method of preparing metal for paint- 
ing, described herewith: The method of cleaning 
metals of the iron class which consists in applying to 
the surface thereof a relatively strong solution of an 
acid which produces water insoluble salts, and after 
said relatively strong solution of acid has acted upon 
the surface of the metal, subjecting the same to the 
action ofa relatively weak solution of such acid, sub- 


stantially as described. 


oa 


RAIN WATER FILTER PATENTED. 





Philip Bernard, Sioux City, Iowa, has secured 
United States patent rights, under numbey 1,211,052, 
for a rain water filter described 
herewith: 

In combination with a wall having 
thereon a rain spout and a conduct- 
ing pipe spaced beneath the spout, of 
a basin having a depending nipple 
in its bottom adapted to fit into the 
upper end of the conducting pipe, a 
filter section having an opening in 
its top adapted to slidably receive the 
lower end of the rain spout when 
said top is tilted inwardly beneath 
the spout, the filter section being 
adapted to be raised upon the spout 
and swung inwardly at its lower end 
and to be seated upon the basin, and 
supporting means on the wall adapt- 
ed to interlock with both the basin 
and the filter section by the posi- 
tioning of the same, to support the 
Yi filter independently of the spout and 

the pipe. 


a> 
~-oo 


AL LANGENBACH IS NEW MANAGER OF 
SALES OF BERGER MANUFACTURING 
COMPANY. 






1.211.052 





> 










WRC 








Al Langenbach has been promoted and now sup- 
ports the title of Manager of General Sales Division 
of the Berger Manufacturing Company, Canton, Ohio, 
with H. O. Wilson in the position of Assistant Man- 


ager. 
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NOTES AND QUERIES. 


Slate Slabs. 
From C. J. Baum, Cooksville, Illinois. 
Can you tell me where I can obtain slate slabs, 
16x20x34 inches, to be used for small switchboards? 
Ans.—Davis Slate and Manufacturing Company, 
618 East 4oth Street, Chicago. 
Six X Bright Tin. 


From Eugene R. Kean, Ravenna, Nebraska. ; 
Can you tell me where I can obtain “Six X” bright 


tin which is used for cheese vats? 


Ans.—McVoy Sheet and Tin Plate Company, 344 

West Austin Avenue, Chicago. 

Stove Trucks. 

From F. B. Juelg, Hotel Ansley, Atlanta, Georgia. 
Please advise who makes stove trucks. 
Ans.—Universal Caster and: Foundry Company,. 

Newark, New Jersey; George P. Clark Company, 

Windsor Locks, Connecticut; Kilbourne and Jacobs 

Manufacturing Company, Columbus, Ohio; and 

Adams Company, Dubuque, Iowa. 

Electric Generators. 

From C. J. Baum, Cooksville, Illinois. 

Who has generators about 45 volts and 10 amperes? 
Ans.—Central Electric Company, 320 South 5th 

Avenue, Chicago; Electric Appliance Company, West 

Jackson Boulevard and Desplaines Street, Chicago; 

and General Electric Company, 53 West Jackson 

Boulevard, Chicago. 


: Peerless Ventilator. 
From J. C. Lauber and Company, 504 East LaSalle Street,. 


South Bend, Indiana. 
Will you please tell us who manufactures the 
“Peerless” ventilator ? 
Ans.— Maine Screen and Ventilator Company, Fair- 
field, Maine. 
Address of Munson Heater Company. 


From Meade B. McPherson, 9th Avenue and Dickey 
Street, Tarentum, Pennsylvania. 


Kindly advise where the Munson Heater Company 
is located. 
Ans.—Connellsville, Pennsylvania. 
Castings for School Furniture. 


From Z. F. Brown, 82 Market Avenue, Memphis, Ten- 
nessee, 


Please tell me who makes castings for school furni- 
ture. 

Ans.—American Seating Company, 14 East Jack- 
son Boulevard; The A. H. Andrews Company, 115 
South Wabash Avenue, and E. H. Stafford Manu- 
facturing Company, 218 South Wabash Avenue; all 
of Chicago, 

Stove Boards. 

From F. B. Juelg, Hotel Ansley, Atlanta, Georgia. 
Kindly tell me who manufactures stove boards. 
Ans.—Wabash Screen Door Company, 72 West 

Adams Street, Chicago; Illinois Zinc Company, Peru, 

Illinois; and Matthiessen and Hegeler Zinc Company, 

LaSalle, Illinois. 


~~ a 
~-oeo 


ITEMS. 





Carl Oxholm, Tyler, Minnesota, has opened a tin 
shop. 

The Wheeling Corrugating Company, Wheeling, 
West Virginia, is planning to build a warehouse to 
cost about $200,000. 

The Grand Rapids Sheet Metal and Roofing Com- 
pany, 917 Northwest Ottawa Avenue, Grand Rapids, 
Michigan, has been incorporated. 

The Champont Company, Cleveland, Ohio, has 
been incorporated for $100,000, the incorporators be- 
ing Max E. Meisel, W. I. Lewis, F. C. Raymond, 
R. F. Snyder and Clara C. Gessner. 

The Economy Metal Stamping Company, Cleveland, 
Ohio, has been incorporated with a capital stock of 
$200,000 hy Richard Ryan, W. L. Barendt, Frank W. 
Smith, E. H. Arnold, and Irving Barendt. 


‘ 
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1,209,922. Level. Thomas M. Woodell, Glenwood, N. C., 
assignor of one-half to Charles W. Jennings, Greensboro, N. 
C. Filed Jan. 3, 1916. 

1,209,927. Combined Pan Greaser and Scraper. Walter 
IF. Bailey, Los Angeles, Cal., assignor to John H. Janssen, 
Los Angeles, Cal. Filed Oct. 18, 1915. 

1,209,933. Double-Roller Door-Hanger. James Thomas 
Brady, Shawnee, Okla., assignor of one-half to James Henry 
Milton, Chicago, Ill. Filed May 2, 1916. 

1,210,006. Safety-Razor. John H. 
Kans. Filed Sept. 1, 1916. 

1,210,032. Insect-Trap. 
Filed March 28, 1916. 

1,210,047. Lock. 
March 7, 1916. 

1,210,059. Mop-Wringer. 
Ohio. Filed Aug. 30, 1916. ; 

1,210,062. Electrically-Heated Culinary Apparatus. Wil- 
liam S. Hadaway, Jr., East Orange, N. J., assignor to West- 
inghouse Electric and Manufacturing Company. filed June 
25, 1910. 


Schmitt, Emporia 


Frank Bedore, Gagetown, Mich. 
Julius Chein, Montclair, N. J. Filed 


Frohne, Cincinnati, 


William 


1,210,080. Wire-Fence Stretcher. Allen Kenworthy, 
Earlham, Iowa. Filed June 16, 1915. 

1,210,100. Adjustable Hoe. Daniel Albert Pottorf, Mil- 
ton, Oreg. Filed April 17, 1916. 


Ritter, 


1,210,103. Sliding-Door Operator. Joseph R. 
Hastings, Fla. Filed July 16, 19165. 

1,210,111. Extensible Fence-Post. Noah Smith, Roder- 
field, W. Va. Filed August 5, 1916. 

1,210,114. Animal-Trap. George Stremberger, Butte, 
Mont. Filed April 4, 1916. ; 

1,210,192. Egg-Beater. Albert Moses, New York, N. Y. 


Filed July 27, 1916. 
1,210,228. Clothes-Pin. 
N. Y. Filed March 29, 1916. 
1,210,234. Lock-Hinge. Daniel Quigley Towles, Yonges 
Island. S. C. Filed Feb. 28, 1916. 


Herman Stalb, Port Jefferson, 


1,210,253. Trap. Anders G. Ahlenius, Meadowlands, 
Minn. Filed July 25, 1916. 

1,210,276. Hydrocarbon-Burner. Lemuel P. Coulter, 
Wichita, Kans. Filed October 6, 1916. 

1,210,297. Metallic Studding. Thomas J. Fraber, Wash- 


ington, D. C. Filed May 24, 1916. 
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1,210,301. Lid for Culinary Articles. Vincenzo Galletta, 
Long Beach, Cal. Filed July 10, 1916. 

1,210,340. Safety-Razor. Charles I. Matson, Chicago, 
Ill. Filed May 20, 1916. 
_ 1,210,e41.  Sash-Operating Device. Joseph Matthews, 
Edward W. Freeman, and William H. S. Bateman, Phila- 


Filed September 19, 1914. 
1,210,347. Combined Ash Can and Sifter. Ada I. Moore, 
St. Anthony, Idaho. Filed April 4, 1916. 
1,210,370. Combined Level and Square. 
Melvin, lowa. Filed Jan. 15, 1916. 
1,210,395. Washing-Machine. 
herst, Nebr. Filed July 7, 1915. 


delphia, Pa. 


Jarsley Dvorak, 


Charles W. Anthes, Am 


1,210,399. Cap-Opening Tool. Wilson R. Bearce and 
Rees J. Jones, Sawtelle, Cal., assignors of one-third to 
Francesco Hammond, Casey, II]. Filed March 14, 1916. 

1,210,414. Nut-Cracking Device. [frank J. Burkhardt, 


Cincinnati, Ohio, assignor to The Automatic Nut Cracker 
Company, Cincinnati, Ohio. Filed March 20, 1915. 

1,210,423. Vapor-Burner. Herschel M. 
Francisco, Cal., assignor to Standard Light 
vannah, Ga. File? May 29, 1916. 


Connor, San 


Company, Sa- 


1,210,457. Cutting-Tool. Harry R. Geer, Johnstown, 
Pa. Filed Dec. 6, 1915. 

1,210,459. Safety for Firearms. Glenn F. Gile, Irank 
linville, N. Y. Filed Jan. 10, 1916. 

1,210,727. Ice-Cream Freezer. lrank Tyson, Canton, 
Ohio. Filed March 23, 1915. 

1,210,755. Wire-Stretcher Bernard A. Beller, Bueyeros, 
N. Mex. Filed April 27, 1916. 

1,210,770. Pocket-Knife. Charles L. Depollier, Brook- 
lyn, N. Y. Filed August 2, 1915 

1,210,794. Warm-Air Heater-Draft Operator Walter 


Filed April 18, 1916 
AT .* 


Hann, Hasbrouck Heights, N. J. ; 
Newbern, N. 


1.210.807. Lock. James F. Ives, 
April 26, 1916 
1,210,813. 


Filed 


Cover Kittie M. Koopmann, 


1916 


Cooking Pot 
Waldwick, N. J. Filed Feb. 12, 

1,210,826. Door-Latch William S. Minor, 
N. Y., assignor of one-half to John R. Walrath, 
N.Y. Filed Dec. 7, 1915 


Northville, 


Northville, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








CONTINUED HEAVY FOREIGN DEMAND AND 
FIRM PRICES FEATURE METAL 
MARKET. 


Those who are doing the buying of iron and steel 
products for the European countries are evidently not 
placing a great deal of faith in the rumors of progress 
in peace negotiations, if there are such negotiations, 
nor are the sellers of these products for export wor- 
ried a great deal about the rumors of large cancella- 
tions of munition contracts placed in this country. 

As a matter of fact, the foreign demand continues 
very heavy and there is little prospect that it can be 
satisfied in the near future. Railroad buying for 1918 
delivery continues, and orders for something like 100,- 
000 tons have been placed since the first of the new 
year. 

Agricultural implement makers and automobile 
manufacturers are active in seeking to get a line on 
quotations for third and fourth quarter delivery of 
material but so far have had comparatively little 
success. 

Prices have been advanced on some lines of rubber 
goods and additional advances are due to be an- 
nounced on tires and wringers in the near future. 

The non-ferrous metals do not show as much firm- 
ness as iron and steel lines, and in some of them, the 
market has been exceptionally dull during the week. 
Warehouse prices, generally speaking, are stiffening 
owing to the difficulty of wholesalers in replenishing 
their stocks. 

This is due in a large measure to the serious em- 
barrassment brought about by the transportation 
troubles. While in some districts the railroad freight 
service has improved, it is estimated that in the Cen- 
tral Eastern district, only about 60 percent of the ton- 
nage offered for shipment by mills and manufacturers 
is being handled. Unfilled orders on the books of the 
United States Steel Corporation on December 3Ist 
showed an increase of 88,744 tons as compared with 
the volume on November 30th, making a total of 11,- 
547,286 tons, which is a new high mark in the Cor- 
poration’s records. 


STEEL. 

suyers of steel plates are seeking large tonnages 
in the Chicago district and it is believed that the full 
remaining capacity of the mills for 1917 will be cov- 
ered in a short time. Although the nominal quotation 
is 3.79 cents Chicago mill, it is practically certain that 
4.69 to 5.19 cents can be obtained by any mill which 
is able to satisfy the buyer as to time of delivery. 
Soft steel bars show very little activity and only small 
tonnages are being taken by the leading interest, and 
the heavy flood of specifications on old orders indi- 


cates that consumers feel certain of their need for 
material for many months to come. The nominal quo- 
tation is 3.19 cents Chicago. Sales of structural 
shapes in the Chicago district have not been very large 
since the first of the year and have been confined 
mostly to railroad and industrial needs. The nom- 
inal quotation is 3.29 cents Chicago mill. In the 
Pittsburgh district, there is quite a heavy demand for 
plates, shapes and bars, but considerable trouble is 
caused by the shortage of railroad cars and insuf- 
ficient motive power, making it extremely difficult for 
the mills to forward shipments. 


COPPER. 


The copper market may be described almost any 
way you like. There are those who claim that prices 
will be much lower but they show comparatively little 
faith in their own claims by the fact that they are 
willing to pay the present market price. There are 
others who see nothing serious in the fact that re- 
sellers are bearish in their quotations. Probably the 
reason for the producers not showing a great deal of 
interest in the market so far as the first quarter or 
the first half of 1917 is concerned may be found in the 
circumstance that most of them are entirely sold up. 
lectrolytic may be quoted for prompt delivery at 
2734 to 2834 cents; Prime Lake at 28% to 28% 
cents and ordinary grades of Casting copper at 26 
to 26% cents. The base price of hot rolled sheet 
copper remains at’42 cents per pound. 





TIN. 

The tin market has been fairly steady during the 
week with moderate sales, and quotations for spot 
delivery of Straits of Malacca may be set at 42% 
cents per pound, New York. The important factor in 
the tin market just now is that sellers are firm in their 
views, the reason being that they expect heavy buying 
in the near future from tin plate makers. Chicago 
warehouse prices remain as a week ago, being 47 
cents for pig tin and 48 cents for bar tin. 


SOLDER. 

Solder prices in Chicago warehouses continue as 
follows: XXX Guaranteed, % & 4, 273% cents; 
Commercial, 1% & %, 2534 cents; Number 1 Plumb- 
ers’ 2334 cents. 


LEAD. 


While the lead market has shown some unsteadiness 
during the week, the leading interest adheres to its 
quotation of 714 cents a pound, New York, but some 
sellers are asking 7%4 cents for January delivery 
while others are asking 7% cents. In the St. Louis 
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market, lead was quiet the independents holding 
“Prompt at 7.1714 to 7.421% cents. Chicago warehouse 
prices remain at $8.15 for American Pig and $8.65 
for Bar, both per 100 pounds. 


PRICES ON STOVE AND METAL POLISH 
ADVANCE. 


Prices have been advanced on some sizes of stove 
and metal polish, the new quotations running from 
15 to 25 percent higher than thcse ruling up to the 
present time. 


PADLOCK PRICES 10 PERCENT HIGHER. 


Another advance has been announced by one of the 
important manufacturers of padlocks and the new 
prices will be about 10 percent higher than those 
ruling on January Ist. 


TIN PLATE. 

There is scarcely any tin plate to be obtained from 
the mills for shipment before July 1st and none of 
the manufacturers have sold any material for ship- 
ment after that date. It is stated that the books will 
not be opened for second half until well along in 
February. Such mills as are in a position to take 
on new business during the first half are asking as 
high as $8.00 per base box. Chicago warehouses have 
advanced their quotations 75 cents per box on first 
quality bright tin plate, IC, 14x20 being held at 
$10.25. 


SHEETS. 

The demand for steel sheets of every kind far ex- 
ceeds the supply. Prices are being firmly maintained 
at the ruling levels and production is curtailed owing 
to the difficulty in obtaining sheet bars. It is generally 
understood in well-informed circles that still higher 
prices are due to be announced in the near future. 
Black sheets, 28 gauge, are quoted all the way from 
4.69 to 5.94 cents with 10 gauge blue annealed sheets 
at 4.19 to 4.94 cents and 28 gauge galvanized sheets 
at 6.69 to 7.69 cents, all Chicago mill according to 
grade. Corresponding grades are sold by the Chi- 
cago warehouses as follows: Black sheets, $5.15; 
blue annealed sheets, $4.65 and galvanized sheets at 
$7.25, all per hundred pounds. 


SPELTER. 

The spelter market was dull during the week and 
prices ruled somewhat lower. (Quotations on Prime 
Western brands may be given as follows: Prompt, 
93% to 9% cents; January 914 to 93% cents; February, 
o% tog cents, all St. Louis delivery. Chicago ware- 
houses have reduced their quotation 14 cent per 
pound, the new price being 10!% cents. 


OLD METALS. 

There is practically no activity in the market on 
old metals, as consumers refuse to buy. All- prices 
quoted in the following must be considered as nom- 
Wholesale dealers’ buying quotations are as 
Old steel axles, $37.50 to $38.00; old iron 


inal: 
follows: 
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axles, $34.50 to $35.00; steel springs, $23.50 to 
$24.50; Number 1 wrought iron, $24.00 to $25.00; 
Number 1 cast iron, $15.50 to $16.50, all net tons. 
Prices for nonferrous metals are as follows per 
pound: Light copper, 18% cents; light brass, 12 
cents; lead, 6 cents; zine scrap, 5% cents; aluminum, 
20 cents. 


PIG IRON. 

The Chicago pig iron market has not been very 
active during the week but there are signs indicating 
that another buying movement is likely to start at 
almost any time. It is a fact that melters are using 
much more iron than they had expected and this is 
shown by the many requests to have shipments an- 
ticipated. In some cases, these requests have been 
complied with, but not as readily as in the past. 
Northern Number 2 Foundry Malleable and Basic 
grades are quotable at $31.00, Chicago furnace. Lake 
Superior Charcoal iron remains at $33.75 to $34.25, 
according to grades, and standard Bessemer at $35.00 
to $37.00, all Chicago furnace. In the Pittsburgh dis- 
trict, there are numerous inquiries for export but the 
domestic market is quiet with prices being well main- 
tained at $31.00 to $33.00 for Northern Number 2 
loundry and Malleable grades, with Basic at $30.00 
all Valley. 
Birmingham for delivery over the first half of the 


Southern pig iron is strong at about $25.00 


year. 


Rogers, Brown & Company's Market Report, Cincin- 
1917 :— 

The railroads have furnished the principal excitement in 
the pig iron and coke market this week for they make it prac- 
tically impossible to keep consumers supplied with raw mate- 
rial because of insufficient equipment and extensive embargoes. 

The blast furnaces have their iron sold but are greatly 
hampered for lack of coke and many of them are finding it 
necessary to temporarily suspend operations. The foundries 
and steel plants are rushed with business and it is extremely 
distressing to all concerned that inadequate transportation is 
applying the brakes so hard to what otherwise should be easy 
going. 

This condition has brought about a scarcity in many direc- 
tions and interest is manifested in spot shipment from those 
furnaces which are fortunate enough not to be hampered by 
embargoes. These spot inquiries are not by any means due 
entirely to inability to secure iron against existing contracts 
for many consumers find that they underestimated their re- 
quirements. 

Even more interesting, however, is the revived interest 
shown in purchases for future delivery. There is now more 
of this class of business than at any time since Christmas, 
and it is thought that the present activity is but the advanced 
skirmish of another heavy buying movement. 

The coke market appears to be eased up somewhat, and 
prices for spot shipment are falling back slightly. 


nati, Ohio, January 12, 


Chicago. 
No. 2 Northern Foundry, at furnace 


$37.00 


Malleable, at furnace.. 31.00 
Bessemer, at furnace............ 35.00 37.00 
Basic, at furnace................ 31.00 


. 31.75@@33.25 
26.0027 .00 


Superior Charcoal, 
Forge, Southern... ee 
Pittsburgh. 

No. 2 Northern Foundry, Valley furnace.... 
Bessemer, at Valley furnace... 

Basic, at Valley furnace.......... 

Gray Forge, at Valley furnace... 
Birmingham. 


Lake 


Gray 


~.$31.000733.00 
35.007@37.50 
30.00 
29.00 30.00 


No. 2 Southern... $25.40) 


No. 2 os) ee 
No. 3 Southern. . 
Gray Gorge 


2 AW) 
» 2B 5024.59 


—). 
~ 23.00 
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Current Hardware and Metal Prices. . 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal sisi corrected weekly. 
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Southern ay , 7 4 seeccerees = 50 | Carload lots. No. 10 Heavy hotel tinned: > 10 
af SS ee y 
Southern Fdy., No. 3.......... 7 oe) pee. t Parokages......905 3 99-90 | moss Mats, it + # « * Be 
Lake Sup. Charcoal........... ee] tennant nity 73 | Digwell, @toch.......perdos.1250| No 18 “ “= * °° 280 
Malleable...........- peccenhe 00 IN. Iwan’s Post Hole and Well... 40% aoe 
EE per lb. 47c| Vaughan’s, 4 to 9-in...per doz. 8 00 
FIRST QUALITY BRIGHT RETR cd cenesoscese ” 48c BELLOWS. 
TIN PLATES. a7 Blacksmiths’ ......00 
HARDWARE. Ship. BETES wocccccrcccccvcccces 65% 
Ford’ ‘s, with or without screw. 50% | Hand. 
Os — 40-5% Brinch. «esse eeeees per doz. 7 50 
IX 14x20.. N RA: ADZES. ME s998%s00008% = 9 40 
IxxX i.” Carpenters’. AWLS. Moulders’. 
IXXXxX 4x20, .... PUNO. evcsnsccsccssssnesth | eee “ 1260 
Cc 20x28. Coopers’. No. 3 Handled....... per doz. $0 45 
x Re Berton’s 15 No. 1050 Handled.... “* 95 
Ixx 20x28... aa ar ermren aN eatin a Shouldered, assorted 1 to 4, BELLS. 
IXXX 20x28 Pyne 600800¥00500008990 sctneens nena atc = per gro. 3 60 Call. 
TXXXX 20az8 tum  - Sich Nickeled Rotary Bel, 
ronzed base...... per doz 
COKE PLATES. Caps, Pectonoe 00 [Harness Cow. 
Cokes, 180 Ibs....... 20x28 $16 30 bs Co EEE rere ee aes: 60 
Cokes, 200 Ibs....... 20x28 16 50 F. as sehneaecennnes " pened $0 | Serene “ef 90] Kentucky... ....0s.c00ce. 658108 
Cokes, 216 lbs....... IC 20x28 16 89 aes POR tk etsy tet: 4] D 
Cokes, 270 Ibs... .... ae Wek eee errr pe Per doz. 
ag se ep eaanie _ = ‘ | 7 = Departure Automatic... $6 50 
oade ack Powder...... 7 i EEE 50 otary. 

BLUE ANNEALED SHEETS. Loaded with Smokeless Powder, %  -eeatconenen “ 65| 3 -in. Old Copper Bell....... 4 00 
eee per 100 Ibs. $4 65 | medium Cy eee ehieh wae 15&5% | -in. Old Copper Bell, aeney 6 00 
iM coaccemvae per 100lbs. 4 70| Loaded with Smokeless Powder, | 3 -in. Nickeled Steel Bell. 4 50 
eR oo ae per 100 lbs. 4 75 high grade........ pS 30% | Seratch. 3}-in. Nickeled Steel Bell..:. 5 00 
MO Esccsaseescee per 100 Ibs. 4 85 | winchester: _ 1 handled ns ao doz. 4 00 Hend 

‘ o. IS, socket han’ld. “ 25 | Handa. 
Smokeless Repea' = “ ; 
ONE PASS COLD ROLLED BLACK | Smokeless Lender Grade 7 toy | NO 7 Stanley........ | 108 Oe 
a per 100 Ibs. $5 5 | Black Powder.............000. 74, | Nickel Plated Lyin aaatcioh se: 40% 
No. 22-24.......... per 100 Ibs. 5 00| U. M. C, AXES. errr 
No. 26...0020002005 per 100 Ibs. 5 05 | Nitro Club.........+.++++. 15&5%, | Bog’ ae. Silver Chime................ 334% 
soe eeeeeeeees ney LOPE EE EEE ETE. ippincott, artsee Oz. 00 7 
BO, Mn. cccccees Der 100 Ibe. 315) New Clubs... 294 | Mataball Falls City... 2% 55 Op | Miscellaneous, 
senile | DC ccavkaverens “ 6 50 | Church and School, steel alloy... .50% 
Broad. 
Farm, lbs... 40 50 75 100 
a ere: per 100 lbs. $6 50 | :«u” IVads—per 1000 Plumbs, West, PA. oo:.00 00063387 |HAR. 5.0506 “$1 90 240 355 475 
| ie per 1001bs. 6 65 | Winchester 7-8 gauge......... $2 05 ty eee % 
No. 22-24 001 b: 9-10 gauge........ 1 80 “ — Firemen’s (bandied), BEVELS, TEE 
0. seeceeeees per 1 s. 6 80 3 11-28 gauge....... i) es ree. er doz. ” oe 
ME Pe iesecuskoonkl per 100lbs. 6 95 DuPont's Sporting, — | Plumbs, Miners’ thandi led) “* wh s, rosewood handle, new ™ 
a Rie oe § ‘i i ea ee ee 
ae i EPSP CRED SE TT oe a ‘ : : - — a eo Sue seeaiey? D0 AMONG: ook siccceee Nets 
errr rere eer . bed 2 BF ‘ . 
ee per 1001bs. 765] DuPont's Canisters, 1 ie a | Saale Bites Grandin’. 
“ 2¢| Warren Silver Steel.......... $10 50 BINDING, OILCLOTH 
« Smokeless drums... 26 1¢| Warren Blue Finished........ 10 4 
“ ogs.... 1 3 2¢| Rough Rider................ PM EMO vs 50 conse sees a wowedscesinms 70% 

POLISHED SHEET STEEL. “ “ 675 | Perfect Premier, Forest Clipper 8 50 | Brass.. .......-+seeeeeeeeres 6085 % 
cain wniein 7 rT Pea 5 40 | Brass, plated oeeccsececsosoeaseos 75 0 
Ne ~ gaa pesiaise per rg 05 | oa = ;- —-.. 3 45 | BITS 

4 Pere eee eee can sters 6C | » 

DE cicusecdweok oar 1001bs. 6 15} L. &R- Orange, Extra Sporting | Single Bitted (without handles). jaar. 

No. 28.... ; per 100 Ibs. 6 25| SA ee aS LS FO tg ENB id = 23 | Warren Silver Steel......... £9 00 | Extra Double Spur.. : - 

feel allah UL. & R. Grange, Extra Sporting Warren Blue Finished....... 800) Ford's Car and Machine... .40&10 
EERE ONT 5 40 | ee eer 7:00; Ford's Ship............+++2-+> 50% 

L&R. Oran e, Extra Sportin, | Lo Pere rere errr rrr 50 
SMOOTH SHEET STEEL af ” S 2 85 Russell enning' 4 30.10% 
Per 1001Ibs.| "© E: ‘Orange, Extra Sporting Double Bitted (without handles). | Clark's Expansive. .... 0... .. <e 

e ee 46 Blood’s Ch 3 to 44 Ib. Steer’s “Small list, $22 00. .25 
Wood's Smooth No. 20......... $5 25| U.& R. Orange, Extra Sporting s Champion, . 12 50 a Large “* $26 00. 25% 

“ No 22-24 5 30| . & ic. aay med Ss _ eee 26 | Flint Edge ditt dltalinld coz. 41 50 we “ éseatw ss ve rE . 50% 

“ “ ‘* .Orange, ExtraSporting #8 | Doetent Dremier “ ‘ ord’ s ip suger pattern 

s c No 25-26 ...... 5 35 i-lb. canisters. . ~—s $1 . ee Premier..... . £3to4 — Car. .ccccsccvccccccsccccces 50% 

— ae $40 | Jercules“E. C." and “Infallible” ee ee SSeS 
“ 2 are the base prices. Center 15% 
“4 No. 28 ey 5 50 Me nee see oesesese ?. 34 to 44 lbs. advance 25c. ee eoresesrreseeeeeseeeecese 0 
Tercules ‘E. C.” and “‘Infallible 4 toS tbs. ad 50c. | . 
reroute 6. and “iaibig? "> 2 | #8 0 54 Ibs. advance 75. ee doz. $1 80 
PATENT PLANISHED SHEET, | | 4K i ico - sur cciiniciens © | eee... tS 
e "an n ted o 
‘IRON. 10candrums...... aren | BAGS, agape NAIL. American peu “ ‘i 
Patent Planished Sheet Iron, aes 2 ‘E.C.” and “‘Infallible” — 20 as | “ ra. - a 1 20 
ae ee eee ae ounds..... “ 
NG iiisi-scincsccoctt $115) Tercules “E.C." and “infallible”* Per 1,000. "$2 50 375 450 S00| Mahew's Fla peace : 1 40 
CeO tee Ee sb eee : 
Iercules W. A. .30Cal. Rifle, Dowell 
SOLDER. Ce ee 7 ila | at , 
XXX Guaranteed ¢ & 4..perlb. 274 Iercules Lightning’ Rifle, | BALANCES, SPRING. Russell Jennings........... 30&10% 
oe re Cee CN eae eueee 2 . 
ng poe $&%....... a os a | Iercules Sharpshooter Rifle, | Putonse 0% Gimlet. 
o. 1 Plumbers... ..... tS ic Ll ple tala nae aaieg 12: | | Standard Double Cut.......... 40% 
Tercules Unique Rifle, canisters 1 5( | | German Pattern..... per doz. $0 60 
SPELTER | fercules Bullseye Revolver, , ! BARS, CROW. — icuterseaaeas <4 4 
CNG okie w cde sense Ore. ee ee ee pe Oe obaie Ea wwisine * 
Is nic itedcinsrscccemne 103c | 04. | Pinch or Wedge Point, per cwt.. $4 00 | xis ecine “15% 
| Drop shot, sizes smaller than Countersink........ ec, te 1 30 
B 25-tb. bags, per bag....... $2 7( | 
SHEET ZINC. | Drop shot, B and — sizes, | Reamer. 
| B 7 3 . bags, b ghow ees * | Clothes BASKETS. | Je nning’s Square. . « 2 50 
EET 22 00| Buck shot, 23-fb. bags, per bag 2 9: Se “a 
Lees than Cask iote.$22 50 to $23 00 | ae ~ 22) eee per gon. 09'S pron vee ox: “ 195 
| Rent ss5%059% 
| Crenton, - to 20 the oeaee O}cperl! | Large “ .....e0s * aS 00 
| “renton, 83 to !50lbs...... $2 per it : *| Screw Driver. 
COPPER. ASBESTOS. Galvanized Iron. bu. 1 bu. 1$bu|” yO 7 Common...... % 55 
Copper sheet. base......+ seeese 42¢| 3oardand Paper ....... ..10c perl Per doz.......- $5 50 $00 11@0| No.1 Triumph...... % 1 25 
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